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Plymouth Salesmen’s 
Conferences 
Joe Bayne Explains 
New Slant on Retailing 
U. S. of California 


By 
Chris Sinsabaugh 









JOE BAYNE, left, tells the conduc- 


tor, right, all about the Plymouth 
i Salesmen’s Conferences. 


“{\NCE I was a newspaperman 
myself.” How often have I 
' heard this mild boast from execu- 
tives in the automobile industry! 
But when I run across such a 
“gent” I have found it makes my 
job of columning all the easier be- 
cause my “victim” has a news 
sense that often makes for a better 
story. At least it worked out that 
way in the case of Joe Bayne, 
former Detroit reporter who for 
the past 17 years has been in this 
industry and now is general sales 
manager of Plymouth. 

Plymouth, you know, is_ pe- 
culiarly organized. It has no deal- 
ers, yet there are 10,000 dealers 
who sell Plymouths through hav- 
ing Dodge, Chrysler and De Soto 
franchises. One might think 
Bayne’s job is a sort of sinecure, 
but it ain’t. Under his direction 
he has eight regional offices and 
there are 80 men in these offices, a 
Plymouth sales organization that 
devotes itself to the sales direction 
and general promotion of this im- 
portant unit of the Chrysler Corp. 


THE LATEST activity of this 
ex-newspaper man is the Plymouth 
Salesmen’s Conferences, the _ in- 
spiration for which was drawn 
from the Chrysler Corp. Con- 
ference of Business Management, 
which has been in operation for 
three years under the tutelage of 

| Harry Moock and which trains the 
corporation’s field and home office 
personnel in what might properly 
be termed effective human rela- 
tions. Bayne’s operation differs 
from Moock’s in that Joe and his 
regional staff seek to train the 
dealers and their salesmen how to 
broaden the service they render to 
the public. It has been operating 
now for the past six months and 
already these conferences have 
been held in 408 different cities. 
* More than 12,000 dealers and sales- 
men have taken part, and the 
work is still going on. There re- 
main about 15,000 of them yet to 

be reached. 

* * 
“IT IS Plymouth’s belief that 
’ the retail selling of automobiles in- 
volves more than the ordinary re- 
lationship of buyer and seller in 
other lines of business,” Bayne told 
me when I buttonholed him about 
(See SPARKS, Page 23, Col. 1) 
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Truckers Warned 
Of U.S. Control 


Over Transports 


‘Don’t Provide the Need,’ 
Rodgers Pleads at 
ATA Conclave 


By Bethune Jones 
Staff Correspondent 


NEW YORK. — The pros- 
pect of government interven- 
tion is “the darkest shadow 
that has been cast over the 
transportation business by 
this emergency,” Ted V. Rodgers 
asserted in his president’s report 
to the eighth annual convention of 
the American Trucking Assns. here 
last week. 


Recalling that the government 
took over the railroads in the last 
war, Rodgers declared: 


“If the government decides to 
take over the nation’s transporta- 
tion facilities again, and there are 
many persons in high places who 
are advocating such procedure, we 
must feel apprehensive of the fu- 
ture of our own industry. 

“It is conceivable that the gov- 
ernment might take over the rail- 
roads and leave the motor freight 
industry under private control. 
Such a development would doom 
the independent motor carriers just 
as it has done in foreign countries 
where government ownership or 
control of railroads has taken 
place. We would find it impossible 
to compete with transportation fa- 
cilities operated by the government 
itself. 

“This prospect of government in- 
tervention * * * can be obliterated 
only if the transportation industry 
as a whole performs so efficiently 
and serves the nation’s needs so 
adequately that government inter- 
vention would be unjustifiable.” 

While the ability of the motor 
freight industry to carry its share 
of the burden depends, in some 

(Continued on Page 14, Col. 1) 


Freight Volume 
Hauled by Trucks 
Sets New Record 


WASHINGTON. — Setting new 
all-time highs, volume of revenue 
freight transported by motor truck 
in September increased 2.2 percent 
over August, and climbed 27 per- 
cent over the volume hauled in 
September, 1940, according to re- 
ports to the American Trucking 
Assns. 

Comparable reports were received 
by ATA from 226 motor carriers in 
39 states. The reporting carriers 
transported an aggregate of 1,628,- 
173 tons in September, as against 
1,595,568 tons in August, and 1,281,- 
577 tons in September, 1940. 

ATA index figure, computed on 
the basis of the average monthly 
tonnage of the reporting carriers 
for the three-year period of 1938- 
1940 as representing 100, was 161.16 
for September. The index figure for 
August was 157.70. 

Slightly more than 80 percent of 
all the tonnage transported in the 
month was reported by carriers of 
general freight. The volume in this 
category increased 2.1 percent over 
August, and 30.4 percent over Sep- 
tember of the previous year. 

Transporters of petroleum prod- 

(See TRUCKS, Page 12, Col. 5) 






HUDSON DISTRIBUTORS and dealers were patriotically represented at the 


dedication of Hudson’s new U. S. 


gift of this gun, the first Oerlikon 20 


Naval Ordnance plant near Detroit by the 
mm. anti-aircraft machine gun f uced 
Navy 


and assembled in the plant which Hudson built and will operate for 


cretary of the 


chief of the Bureau of Ordnance, and 


Automotive Washington 


Full Curtailment? Washington Doesn’t Know; 
Nation Reaches Labor Crisis 





By William Uliman 
Washington Correspondent 


ASHINGTON. — 
Rumors once 
again are cur- 
rent that, prob- 
ably early next 
year, all motor 
vehicle produc- 
tion for purely 
’ private use will 
be eliminated. 
So far as the most responsible 
officials here are concerned, the 
rumors are only that and nothing 
more. 


Actually, no defense author- 
ity in Washington knows defin- 
itely today what is going to 
happen next month, much less 
next year. So far, however, it 
can be said that there are no 
plans which call for the com- 
plete curtailment of civilian 
automobile output. 

It is true, of course—and this 
fact has been emphasized over 
and over in this column—that 
as the National Defense effort 
continues and grows in scope 
and volume, there will be in- 
creasingly heavy demands not 
only for materials but for plant 
capacity. Both will affect the 
automotive industry directly. It 
is not only possible, therefore, 
but probable that as time goes 
on the output of cars for private 
use will become smaller from pe- 


riod to period. 
s * * 





Car’s Defense 
Role Recognized 
HOWEVER, most competent 


The Top Ten 


PASSENGER CARS 


First Ten in Registrations Re- 
ported in Automotive News Today: 


Pos. Pos. 
1941 Make 1940 
1—768,742 Chevrolet 620,104— 1 
2—523,389 Ford 399,8338— 2 
8—393,727 Plymouth 323,102— 3 
4—266,299 Buick 206.315— 4 
164,128— 5 
140,866— 7 
153,500— 6 
72,445— 9 


5—246,002 Pontiac 
J—184,722 Dodge 
8—126.023 Chrysler 
9— 95,306 Studebaker 75,215— 8 


10— 78,757 De Soto 53,986—18 
Total All Makes 
3,225,052 2,486,385 


For complete standing of all 
makes, see Page 19, this issue. 





ow ye unit in the Navy’s national defense setup. Presentation of the 

the Navy was made by President A. E. 

— sales manager of Hudson, on behalf of the dealer body. 
avy Frank Knox; Barit; Rear Admiral W. H. P. Blan 


Barit and George H. Pratt, 
to right, 


Pratt. 


officials here are agreed that 
under any circumstances the 
automotive plants should be per- 
mitted enough materials and 
enough capacity to produce an 
essential minimum of cars to re- 
place those which no longer can 
be kept in service. None here 
fails to recognize that the priv- 
ately-owned automobile in the 
hands of a worker has a definite 
and important defense function 
as a medium of transportation. 
It would not be the part of wis- 
dom, they point out, to stop pro- 
duction entirely, thus crippling 
a vital transportation service. 
Thus, as it stands today the 
situation appears about like 
this: More and more material 
and plant capacity, which 
formerly went into the pro- 
duction of automobiles, will be 
utilized for defense purposes. 
Should the war continue, it is 
possible to foresee the time 
when production for private 
use would be brought to a rec- 
ord low level for modern times. 
But it is regarded here as un- 
likely that there would be a 
total stoppage of such output, 


for such a step, upon analysis, 
would appear to be unwise 
(Continued on Page 22, Col. 1) 


oeht-Work Off After Dec. 15 


Bumpers, Guards 


Only Exemptions 


In OPM’s Order 


Car Makers Virtually Set 
For Changeover to 
‘Blackout’ Models 


By Pete Wemhoff 
Managing Editor 

DETROIT.—OPM’s long- 
anticipated order banning use 
of aluminum, nickel, copper 
or chrome in bright-work on 
cars produced after Dec. 15, 
which was issued last week, finds 
the automotive industry virtually 
prepared for the changeover. 
Bumpers and bumper guard as- 
semblies are the only possible ex- 
emptions in the ban. 


Major problem remaining is the 
decision to be made by various 
car makers on which substitute 
materials to employ in the 1942 
Model “B” cars. All manufacturers 
have under consideration two or 
more trends, as typified by experi- 
mental cars built minus the pro- 
hibited bright-work, but in the 
forefront are lacquered, painted 
and enameled trim, plastics and 
elimination of some bright-work 
altogether. 

Many who have seen the experi- 
mental “blackout” cars, declare 
them to be more practical, and 
more beautiful in many instances, 
than their predecessors. 

Permission may be granted to 
use the restricted materials in the 
plating of bumpers and bumper 
guard assemblies, provided evi- 
dence is submitted to OPM’s Di- 
vision of Civilian Supply showing 
that all possible conservation 
measures have been utilized and 
that usage will be held to “mini- 
mum practicable quantities.” 

Restrictions on the use of copper 
in automotive equipment imposed 
under Conservation Order M-9-C, 
announced Oct. 21, apply specifical- 
ly to garage and automotive re- 
pair equipment, headlamp and 
headlamp parts, heaters, horns, 
hub and gasoline tank caps, miscel- 
laneous fittings and trim, mold- 
ings, and rear view mirrors and 
hardware. 

The limitation order just issued 
does not specify what constitutes 

(Continued on Page 23, Col. 5) 


What’s Being Done by NADA? 


Survey Shows Plenty of Action 


Eprror’s Note: Some _ dealer- 
readers of Automotive News have 
questioned the activities and re- 
sults of National Automobile 
Dealers Assn.’s organization in 
Washington. To obtain an im- 
partial appraisal of what NADA 
has done, is doing, and plans to 
do for dealers during the national 
emergency, AUTOMOTIVE NEws as- 
signed its veteran Washington 
representative, William Ullman, 
to the task. Here are his findings: 


By William Ullman 
Washington Correspondent 


WASHINGTON. — The far-flung 
activities of the National Automo- 
bile Dealers Assn. today are as 
great as those of any government 
defense bureau of equal or larger 
size. 

The work in behalf of the dealers 
of the country is being directed 


from the local NADA office in the 
Tower building by L. C. Cargile, 
president, and C. W. Bishop, gen- 
eral counsel. William Mallon, of 
Newark, N. J., NADA legislative 
chairman, also is in Washington 
weekly or oftener to assist in car- 
rying out the program. 

Supplementing the efforts of these 
key men is the work of the regular 
staff in the Detroit office, the ex- 
ecutives of the national, state and 
local associations and special com- 
mitteemen throughout the United 
States, and finally, the staff of a 
dozen members of the St. Clair 
Service. This association machinery, 
which embraces the part or full- 
time effort of more than two thou- 
sand persons, has been set up with- 
in recent weeks and is functioning 
smoothly. 


Outstandin 


problems which have 
(Continue 


on Page 2, Col. 1) 
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Plenty of Action is Noted  |At Nash Regional Meeting . . . 
On Output, Prices, Time Sales 


(Continued from Page 1) 


either been dealt with, or are still 
in hand, include maintenance of 
fair production of new cars and 
parts, taxation, price and time-pay- 
ment control, allocations of cars, 
and the dissemination of general 
and specific information about deal- 
er problems to public officials, de- 
partmental and bureau heads, 
newspaper, magazine and _ radio 
representatives, the general public 
and dealers themselves. 
s* * # 


Cargile’s Work 


Cargile has devoted practically 
all his time to association work 
since June 1. Beginning then he 
started a series of trips around the 
country addressing dealer groups 
and seeking to interest them in 
providing personal and financial 
assistance for the necessary en- 
largement of association activities 
in the nation’s capital. Between 
meetings he has spent long hours 
daily and practically every day of 
the week in Washington arranging 
his broad program, consulting with 
government officials and keeping 
in contact by letter, telegraph, tele- 
phone and personal interview with 
as large a: section of association 
membership as possible. 

Only one who has been in the 
middle of the Washington scene 
during the last few months can 
appreciate the tremendous job that 
Cargile has directed and the prog- 
ress that has been made in the 
program to date. He has performed 
a Herculean task, but in discussing 
the work he prefers to give major 
credit to his associates, whose co- 
operation he has enjoyed to a 
marked degree. 

All meetings of the executive 
committee, since the Washington 
office opened, have been held here. 
The members of this committee 
have worked assiduously in estab- 
lishing policies which have gov- 
erned the activities. The association 
has also made frequent use of spe- 
cial representative committees from 
all parts of the country which have 
been asked to assemble in Wash- 
ington from time to time to advise 
concerning special problems which 
may have arisen. This policy has 
proved very successful. 

The initial problem facing the 
association when the intensive or- 
ganization work started was taxa- 
tion. The excise tax on new cars 
when the 1941 tax bill started 
through Congress was 3% percent. 
A definite movement was on foot 
in certain parts of the national ad- 
ministration to raise this tax to 





Wisconsin Police Seek 


State Car Inspections 


MILWAUKEE.—Due to an in- 
crease in the number of traffic ac- 
cidents and the belief that such 
mishaps will increase as the num- 
ber of old cars and trucks multi- 
plies, Chief of Police Joseph T. 
Kluchesky, through the Wisconsin 
Chiefs of Police Assn., plans to ask 
the next legislature to appropriate 
funds and instruct the state high- 
way department to open testing 
stations. 


as much as 20 percent and to im- 
pose a floor tax. Sensing the cha- 
otic effects of such unjust taxation, 
the NADA executive committee de- 
cided upon an open approach to 
Congress, particularly the members 
of the committees who were to 
handle the tax bill. Legislators were 
contacted by dealers who came to 
Washington and by officials of na- 
tional, state and local associations 
through channels which seemed 
best. Close contact with committee 
activities also was maintained by 
regular representatives of the 
Washington office. 

* ok 


* 


Seeking Square Deal 

The approach of all represent- 
atives of the association was the 
same. They said, and are continu- 
ing to say, that in every situation 
involving the defense program, 
dealers of the country are willing 
and anxious to do their part and 
that they are only asking for a 
square deal. Every congressional 
contact was advised that the deal- 
ers are beginning a long-time cam- 
paign of open-approach to Con- 
gress and government departments 
on matters affecting their interests 
and that they were willing and 
anxious to answer any questions 
regarding any phase of their sit- 
uations about which government 
officials were in doubt. Particularly 
it was emphasized that the associa- 
tion and all of its members were 
dead-set against any undercover 
work of any kind and at the same 
time they were seeking nothing 
after defense needs were met, ex- 
cept a square deal for themselves. 

The result of this approach has 
been exactly what anyone experi- 
enced in Washington affairs 
would expect it to be. The asso- 
ciation has received and is re- 
ceiving the most courteous re- 
ceptions and generous coopera- 

tion from leaders in Congress, 
the departments and the bureaus. 

The first concrete evidence of 

sympathetic understanding of 
dealer problems, as presented by 
those speaking for the associa- 
tion, came when Congress, in the 
face of strong Administration op- 

position, set the new car excise 
tax at 7 percent. This figure had 
been suggested by association 
representatives as fair and Con- 
gress agreed that it was fair. 

Another tax bill is coming along 
shortly and it is reasonable to 
expect that dealers will get the 
same fair treatment in that bill 
that they have in the bill which 
has just become law, but support 
of all dealers will be needed. 

The curtailment problem has 
been a very difficult one, but NADA 
has met it fearlessly and with a 
considerable degree of success. 
Again, the approach to this prob- 
lem has been that dealers will abide 
by any necessary cuts, but that 
they want fair treatment. As an 
example of the way in which the 
work is being conducted, shortly 
prior to Oct. 15 there existed a 
grave possibility of a much more 
severe cut in January quotas than 
finally eventuated. One report had 

(Continued on Page 15, Col. 1) 


News Roundup .. . 


BRIGHT WORK — After Dec. 15, all new cars will be produced minus 


decorative work using aluminum, copper, nickel and chrome, 
ordered last week by OPM. The industry has been 
which substitutes to adopt. In the fore- 


change; currently is ponderin 


it was 
reparing for the 


front are lacquers, plastics, painted trim, along with elimination of some 
bright work altogether. See story on page one. 
UCKS — Attendees at annual convention of American Trucking 


ns. in New York City, were warned against governmental control of 


Ass 
highway transportation. 
fime SALES — Federal Reserve 


See story on 


age one. ; 
oard announces new restrictions 


on installment buying, designed to plug loopholes in previous ruling and 
to aid farmers. See story on page three. 


NADA — What has National 


utomobile Dealers Assn. done for dealers 


outer the present emergency; what is it doing now and plans to do? 


See analysis on page one. 
ATM e 


CURT 


T— Rumors of complete stoppage of new-car output 


early in 1942 are just rumors, Automotive News’ Washington correspond- 
ent finds. See Automotive Washington, page one, and ‘‘Economic Angle”’ 


on page 22. 
USED CARS — Dealers’ average used car loss per new car sale was 
reduced from $88 to $18 during the third quarter, Chicago survey shows. 


See story on page 20. 
SER i 


tion advises dealers. See pa 
DEFENS 


*“Make every service operation pay,"’ 


Pittsburgh associa- 


e . 
E — Secretary of Navy Frank Knox, dedicating Hudson’s new 


Naval ordnance 
unit of the Navy. 





plant near Detroit, declares plant to be a 
** See story on page eight. 


‘fighting 





HOME OFFICE and regional executives of Nash Motors met in Detroit last 


week to la 


plans for a series of meetings to be held at key points durin 


November...The-meetings will be three-day conferences with regional personnel, 
and district managers will study plans for additional assistance to dealers 


during the 
car order department; M 
Blees, general sales manager. 


7, 


period emesentey ahead. 


AT THE NASH regional meeting in Detroit last week 
Arnold, assistant general sales manager; H. 
my, organization manager, and C. 


and merchandising; J. E. 
Southwestern regional manager. 


Left to 


right, W. C. Engel, mamees, 


Larson, Pacific regional manager, and W. 





left to right, O. L. 
G. Little, director of advertising 
W. Mellen, 





REGIONAL MANAGERS discuss plans for conferences in New York, Detroit, 


Francisco and Kansas City. Left to right, seated 
Cateego, Se C. L. Alexander, manager, *Eastern eageens A. ©. 


Pacific regional manager; 
Tiedemann, Great 


Lakes regional manager; (standing), C. 


M. N. Larson, 


W. Mellen, South- 


western regional manager, and G. E. Walrath, manager of the Western region. 





Sound Maintenance Methods 


Urged for Trucks and Buses 


WASHINGTON. — Following his 
warning that certain sections of 
the country face a possible truck- 
ing shortage, John L. Rogers, chair- 
man of the Central Motor Trans- 
portation Committee, last week ap- 
pealed to fleet operators and own- 
ers of single buses and trucks to 
institute sound maintenance 
methods. 

Good servicing programs, Rogers 
said, in a report to Ralph Budd, 
Commissioner of Transportation, 
will result in reduction of costly 
road repairs, in the time vehicles 
are laid up for repairs, and give 
longer vehicle life. 


Huge Trucking Monopoly 


Planned, Arnold Says 
KANSAS CITY.—Assistant At- 
torney General Arnold, speaking 
here, said private organizations are 
planning transportation monopolies 
to use for their purposes state- 
built highways in such a way that 
the farmer will soon face an era 
of consolidation and exploitation. 
He said Kuhn, Loeb and Co., 
banking firm, is “the real sponsor” 
of a plan pending before the ICC 
to merge competing truck lines in 
19 states into one company with 
“government certificated operations 
rights over 24,338 highway miles” 
from Maine to Louisiana. 


“I am especially interested in 
seeing such a plan adopted by the 
small fleet operator or the owner 
of a single bus or truck,” said Rog- 
ers, “because this group operates 
most of the nation’s four and a half 
million commercial vehicles and 
therefore is the one which can 
effect the greatest savings. 


“Our supply of rubber, a vital de- 
fense factor, must be jealously pro- 
tected,” said Rogers. “Commercial 
vehicle operators can do their part 
by checking tires frequently for 
cuts and bruises, keeping them 
fully inflated at all times, and when 
the treads wear smooth, sending 
them to a responsible tire re-cap- 
ping firm for tread rebuilding. This 
program, carefully observed, should 
increase tire life almost a third. 


“Oil and grease costs are small 
compared to the cost of replace- 
ment parts. Fleet operators should 
observe carefully fixed lubrication 
schedules based on manufacturers’ 
recommendations, supplemented, of 
course, by their own experience. 
Such schedules should coincide as 
far as possible with preventive 
maintenance schedules so as to 
minimize lay-up time of vehicles. 
Maintenance operations usually can 
be performed during hours when 
vehicles normally are in the least 
demand thereby greatly increasing 
their availability.” 





. 
11 Truckers File 
e 
Damage Claims 
> ° e 
Against Oil Fir 
MADISON, Wis.—Suits have 
filed in federal court here by 1 
midwest trucking firms to recovel sho! 
damages totaling $146,792.10 fro, salesm 
12 major oil companies who wer with i 
convicted in 1938 on charges membe 
conspiring to fix gasoline prices 


violation of the Sherman anti-tr 
law. 





E 























stance are as follows: Midnite 
press Co., Fargo, N. D., $23,74 
Buckingham Transportation 

Rapid City, S. D., $5,734; No 
west Freight Lines, Billings, Mon 
$3,668; Steller Transportation Co, 


Minneapolis, $2,309; Dakota T Thu 
fer & Storage Co., Minot, S, Dj, best # 
$8,650; Century Motor Freight they ! 
Lines, St. Paul, $7,373; Westery somet 
Transportation Co., Watertown, than 
D., $6,139; Merchants’ Motoq Slone. 
Freight, St. Paul, $26,665; Hart Mo, Mens 
tor Express Co., Minneapolis, $10) come 
109; Glendenning Transfer Service It is 
St. Paul, $34,937; and H. & W. retail 
tor Express, Dubuque, Ia., $17,456) Scheid 
Defendants named are the Con, Down 
tinental Oil Co., Socony-Vacu City. | 
Oil Co., Wadhams Oil Co., Ci 
Service Oil Co., Pure Oil Co., Shel Chari 
Petroleum Corp., Sinclair Refin Selli 
Co., Mid-Continent Petroleum Cll? 
Corp., Phillips Petroleum Co., Skei“T UF 
ly Oil Co., Globe Oil & Refini of 
Co. of Oklahoma, and Globe have 1 
and Refining Co. of Illinois. closely 
. we the m 
\ 
Minn. Dealers oem 
degree 
Annual Conclave fing jo 
chart 
Set for Nov. 24-2) course 
MINNEAPOLIS. — The 22nd differs 
nual convention of the Minnesoté market 
Automobile Dealers Assn. will b€are dif 
held at the Nicollet hotel, hereof the: 
Nov. 24-25. to stud 
Already an outstanding pro this s 
is being arranged, and because @ clusion 
the seriousness of the problem# wel] as 
that are facing automobile deale “Ab 
today, there should be greater told b 
terest in the convention than that a 
ever been shown before. Outs neces: 
ing speakers and authorities haw gover 
already accepted invitations to cilities 
dress the convention and practi throu; 
ly every phase of business will outsta 
discussed. know! 
In addition, the Northwest Aute quctic 
motive Wholesalers Assn. wil sac 
have charge of a very importa Highe 
part of the program. This will ded) highe: 
entirely with “service” and prat, credit 


tical information will be giver 

showing how the automobile dealer Skep 
can make a profit in his busines) P 
even during a period of new cat Deter 


curtailment. § E 
ee ver 
Factory Car Deliveries _ immea 
Pushed by Chrysle. yy 


policy of conserving anything e# the re 
sential to the defense program, tht} make 
Chrysler Sales division is urging it! ang 
dealers to have their customers higher 
make factory pick-ups of new car® livery. 
whenever possible. This will se “Di; 
to relieve an impending shortage o 1942 ¢ 


DETROIT. — In line with se ix 


freight cars and free more of th€ absor! 
railway equipment for the trans) the ay 
portation of defense materials. | we n 

Chrysler has recently extendeé) prosp 
and improved its facilities fot be cor 
handling owner drive-aways at thé’ motor 
factory. Persons calling for theif, cal, F 
cars will find a system in effect let us 
that insures delivery within a vez}, new c 
short time after they report at the’ the mn 
factory. busin 
traffic 


Finance Firm Acquired | 
By Commercial Credit) Deal 


NEW YORK. — Commerciaij Creat 
Credit Co. will acquire for cash the) “ I 
assets of National Bond & Invest th 
ment Co. at approximate book throug 
value, it was announced by both somett 
companies last week. about 

A meeting of the National Bond engag: 
stockholders will be held in De may sg 
cember to vote upon the questio® With | 
of liquidating the company. we mu 

1c ieteapeaneeniaataianonnensl “By 
in w 


“Dealers Tell Me,”’ by John 0. 
th 
single 


Munn, is an open forum for 
expression of dealers’ opinions. It 
appears weekly in Automotive News 


y 
Ovi 
fro 


we 












salesmen can’t afford to coast along 


747% than lay back and take only what 





) 


the factory has to offer. Instead, 
they add to it plans, ideas and 


ont) action that can only be sponsored 





r 
‘i “a credit control. 


pala 
inest) 


Co) locally. 

Thus, by putting together the 
best the factory has and the best 
they have themselves, they build 
something stronger and better 
than either force can produce 
alone. One indication of sales- 
men’s resourcefulness has just 
come to this column’s attention. 
It is a talk recently made before 
retail salesmen by F. C. Winter- 
scheidt, sales manager for the 
Downtown Buick Co., Kansas 
City. It follows: 


Chart New 


Selling Procedure 
eee oe the first three weeks 
of the new car showing we 
have now had sufficient time to 
closely observe car prospects for 
the model of 1942 and to make 
some very pertinent analytical ob- 
servations. We can now with some 


ing job apart and piece by piece 
chart a somewhat successful 
course. We already know that our 
selling procedure this year must be 
different. Different because our 
market and our selling problems 
are different. With full recognition 
of these facts let us then proceed 
to study all conditions and through 
this study come to some con- 
clusions that may be helpful as 
well as beneficial. 

“About one year ago we were 
told by our national government 
that a motor car restriction must 

come to provide the 
government with adequate fa- 
cilities to produce war materials 
through a defense period. Four 
outstanding facts were made 
known: (1)—A restricted pro- 
duction of motor cars; (2)—A 
sacrifice of basic materials; (3)— 
Higher manufacturing costs and 
higher retail prices; (4)—Federal 


| Skepticism 


- ca Deters Demand 


“"[HESE specific statements had a 
very important influence on the 
|immediate motor car demand, re- 


sler sulting in a fear, physiologically set 


g i 


| up in the minds of the purchasers, 
that immediately drove them into 
e' the retail automobile stores to 
make as good a deal as possible 


‘and protect themselves against 
mersj higher prices and an assured de- 
cars livery. 
fe “Dipping deeply into the normal 


ye oa 1942 demand for motor cars and 


an 
ndet 
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ditt Dealers Must 


absorbing a high percentage of 
the available 1942 market in 1941, 
we now find ourselves short of 
prospects and those who might 
be considering the purchase of a 
motor car, now are quite skepti- 
cal, From this now apparent fact, 
let us realize that prospects for 
new cars are not coming through 
the normal channels in this year’s 
business. In other words, floor 
traffic has diminished. 


* * * 


for 


ciai) Create Business 
| the) “ IS is not a new condition in 


vest-| this business. We have gone 
we through it before, and there is 
0 


sond 
De- 
ition 


something definite that can be done 
about it. Fortunately, we are today 
engaged in a business in which we 
may solicit a person’s patronage. 
With this method available to us, 
we must now employ it. 

“By a study of the community 
in which we operate we can 
single out those potential possi- 


0. 
CG 
It 


lews. 


Dealers tell me 


By John 0. Munn 


Dealers’ or salesmen’s comments, questions or requests may be 
addressed te John 0. Munn in care of Automotive News, Detroit, 
and the writer’s name will be kept in confidence if requested. 


E world upheaval won’t be o* 
short duration, so dealers anc 


with it. It is encouraging to see 
members of this trade eliminating 
alibis and attempting by energetic 
action to make the changing con- 
ditions work out to their benefit in- 
stead of to their disadvantage. It 
is encouraging, too, to see more 
and more dealers step out, rather 





bilities and through contact, a 
sound presentation of a worthy 
product, a thorough demonstra- 
tion, we will generate enthusiasm 

and create business. 

* * * 

Break Down 

Negative Thinking 
“A PROPOSED statement of a 
severe shortage of materials 
has also had its effect upon the 
prospect. I have observed very 
closely the prospect who comes to 
our sales floor to look, and here is 
exactly what I have seen. Prac- 
tically all the prospects today re- 
act in a like manner. The prospect 
is astounded; first, at the amount 
of bright metal on the 1942 
offering, and comments upon it. 
He is highly impressed with the 
beauty of the 1942 product, again 
stating that he did not expect 
changes. After having digested 
these two observations he then 
asks directly: ‘Where have you 
cheapened this car and what sub- 
stitutes in materials have you 
made?’ Proof sufficient, that we 
not only have a skeptical prospect, 
but also a negative one. Now just 
so long as this is the thinking the 
prospect conducts in his own mind, 
just that long will he fail to get 
a satisfactory flow of buyers 
through our sales doors. 

“Gentlemen, we are confronted 
with a sales problem. We have 
the cure within our power. My 
recommendation to you is to go 
out with your product, put it at 
your prospect’s doorstep, take 
sufficient time to prove and pre- 
sent its quality, and break up 
this negative thinking that Mr. 
Prospect has imbedded im his 


* * * 
Price 


Enters Discussion 
4 E final thing the prospect 
asks you while on the Sales 
floor is this: ‘How much have you 
raised the price?’ If we were to 
answer this question directly we 
would most certainly shock his se- 
curity. I therefore recommend that 
your answer be indirect, quoting 
the delivered price of the car, in- 
cluding tax. By quoting the entire 
price you certainly evade the price 
discussion except at your own 
choice at an opportune time. And 
this price discussion is highly im- 
portant. 

“The effect of the increased 
price of the 1942 car has only 
affected the prospect’s thinking. 
It certainly does not affect his 
financial position seriously. The 
new car buyer is not paying the 
increased cost. Now let us show 
you why! Practically every buyer 
has available for him a ready 
used car market for his old car. 
This market has not materially 
changed in the‘ last 12 months. 
One year ago the used car guide 
price on a 1940 Buick model 51 
was $835, today the guide book 

(Continued on Page 22, Col. 5) 
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FRB Revises Credit Regulations 
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MILWAUKEE automobile dealers launched “Auto Showroom Week’’ last week 


with a breakfast at the Schroed 
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er hotel. Among those at the speakers’ table 


were, left to right, Read E. Widrig, W. W. Rowland (Brownie), veteran auto- 


mobile editor o 


Milwaukee Journal, and L. G. Peed, vice-president of De Soto. 


Peed Fires Opening Gun 
At Milwaukee ‘Open House’ 


Special to Automotive News 

MILWAUKEE.—L. G. Peed, vice- 
president of De Soto, at a break- 
fast meeting Oct. 27 at the Schroed- 
er hotel, attended by 250 Milwaukee 
automobile dealers in observation 
of “Auto Showroom Week” in the 
city, observed that dealers will be 
able to sell all of the 1942 model 
cars they are able to obtain. 

“Auto Showroom Week,” spon- 
sored by the Milwaukee Journal 
after dealers had decided not to 
hold their annual automobile show 
for the first time in 33 years, was 
backed by heavy promotion efforts 
on the part of the Journal. These 
included publicity stories, free spot 
announcements on the Journal’s 
radio station, WTMJ, colored post- 
ers on street cars and Journal 
trucks, and free invitations for dis- 
tribution by dealers to their pros- 
pects. 

At the opening breakfast, also 
sponsored by the Journal, Peed told 
the dealers he deplored the cur- 
rent trend away from the funda- 
mentals of selling. “Salesmen are 
trying to find a short cut to suc- 
cess,” he said. “They are selling on 
allowances on used cars rather 
than selling the engineering ad- 
vantages of a new car. Selling is 
taking the value out of merchan- 
dise and painting a picture of that 
value in the customer’s mind. You 
can’t afford to paint a sloppy pic- 
ture that some competing salesman 
can erase,” he declared. 


Too many salesmen forced the 
sale of new cars earlier in the year 
by telling customers “you had 
better buy now because the 1942 
models are going to be made of 
green cheese,” Peed charged. 

Peed urged the dealers to be 
confident. “Fear has no place in 
business,” he asserted. “Today, 
when we don’t know what is com- 
ing tomorrow, fear can rob us of 
our business. Fear is not a leader. 
It is a robber. It has robbed men 
of business. It is your greatest 
competitor, whispering a challeng- 
ing ‘It can’t be done.’ Confidence 
is the weapon to use against it.” 

When dealers dropped their an- 
nual show, the Journal devised an 
extensive promotion plan whereby 
every dealer would hold his own 
automobile show at his showrooms 


DAY’S THOUGHT: The unpleasant task of educating the 

public into paying full price for a new car (when for 15 years 
they have been buying at a $150 discount through overallowances) 
is dumped squarely in the laps of dealers. Don’t expect any help 
from the factories or the government—you, the dealer, will have 
to do the job alone or else go broke through insufficient gross 
profit to meet payrolls and other expenses... 


Appears Congress will not take up additional tax measures 
in 1941; has advised Treasury to postpone until January or 
later consideration of an “administrative” tax bill to plug 
loopholes in revenue laws, and of social security tax amend- 
ments for increasing payroll taxes in order to enlarge old-age 
and jobless payments . . . Even local federal officials were con- 
fused over the application of the new 10 percent retail tax to 
clocks designed primarily for automobiles, so U. 8. Internal 
Revenue dept. had to issue ruling they are covered... 


Failures among automotive retailers during the first nine months 
of 1941 were 144 compared with 135 last year, according to Dun & 


Bradstreet. What’ll it be next year? . 
storage space for new cars and trucks .. 


. . Akron dealers are offering 
. Watch for OPM swoop- 


down on big inventories of critical items. 


Pete WEMHOFF. 





with the Journal knitting the pre- 
sentations into a “city wide auto 
show” through the usual show 
supplement in a Sunday issue and 
other promotional devices. 


Distributors and dealers entered 
into the plan with enthusiasm as 
did also factory representatives 
and officials when approached on 
the promotion at a preliminary 
meeting on Oct. 6. A mailing piece 
outlining the entire plan was the 
first gun in the campaign and this 
went to the local automotive people 
and to automobile and accessory 
manufacturers throughout the 
country. A return postcard, offer- 
ing free window streamers and 
mailing cards, was enclosed with 
local mailings. The dealers made 
use of 30,000 mailing cards supplied 
free by the Journal for their re- 
spective lists. 


Seattle Dealers 
Abandon Annual 


Salesroom Shows 


SEATTLE.— The Seattle Auto- 
mobile Dealers Assn. at the latest 
meeting voted “no” on holding 
salesroom shows for 1942 models. 
Similar shows had been splendid 
successes the past few years, since 
the big combination Seattle auto- 
mobile show went into the discard. 

A sales stimulant is not consid- 
ered necessary this year, even 
though there isn’t much “pepper” 
in the new car market as yet. 
There is no worry but what the 
new cars available this model year 
will all be sold. So the dealer who 
is holding tight on trade-ins and 
will have a carry-over of new cars 
into next year is considered the 
smart and lucky one. 


“We hear reports of several deal- 
ers in this state, but not located in 
Seattle, who are trading very wild,” 
said Carl R. Heussy, manager of 
the Washington Automobile Deal- 
ers Assn. “They are making all the 
sales they can in the ‘old business’ 
way of long trades. We feel they 
will regret this when 1942 rolls 
along and they find themselves 
short on merchandise. 


“The dealer who has centered on 
new car sales over recent periods 
and neglected his service, repair 
and parts business, is in none too 
good position for the coming year.” 


Instead of a ratio of around 2.6 
to 1, used car sales to new, “trading 
down” is apt to increase this ratio 
to around 4 to 1, local dealers be- 
lieve. And making a profit on each 
transaction is one good way of 
meeting the problems at hand. 

Most recent bulletin of the 
Seattle Automobile Dealers Assn. 
delves into the question of parts 
discounts to the independent re- 
pairman. 


Sales Union to Expand 


MILWAUKEE.—The Automobile 
Salesmen’s union, an unaffiliated labor 
organization embracing only Milwaukee 
county, has voted to make its organ- 
ization state-wide and a 40-man com- 
mittee to conduct a membership drive 
has been named, according to William 
H. Shenners, president. 


To feel the pulse of the industry, 
consistent reading of Automotive News 
is a necessity. 


Farmers Given 


Easier Payments; 
Loopholes Closed 


WASHINGTON. — The Federal 
Reserve Board announced revisions 
last week of its installment-credit 
regulations, effective Dec. 1, in or- 
der, it said, to close some loopholes 
and ease some restrictions. 

1—Increase the maximum amount 
of installment loans covered by the 
regulations from $1,000 to $1,500. 

2—Direct that installment lenders 
require borrowers (beginning Jan. 
2) to sign a statement as to the 
purpose of the loan. 

38—Exempt from regulation busi- 
ness loans and loans for the pur- 
chase or construction of an entire 
building. 

4—Allow farmers greater leeway 
in payment of installment loans. 

5—Eliminate any requirement for ° 
a down payment if it would be no 
more than $2. 

6—Permit an optional arrange- 
ment in the case of “add ons’— 
that is, additional credit added to 
any original credit—under which 
the new credit may be treated sep- 
arately or the combined credit may 
be paid up in 15 months. 

The requirement of a statement 
as to the purpose of an installment 
loan, the board said, “closes the 
loophole whereby, although dealers 
in listed articles were required to 
obtain down payments, cash lend- 
ers were free to lend the full price 
unless the article was given as se- 
curity for the loan.” 

The change with respect to bor- 
rowing by farmers was intended 
to accord with the “seasonal na- 
ture of their income,” the board 
said. It will permit any schedule 
of installment-loan payments by 
farmers, so long as the down pay- 
ment and eighteen-month maturity 
requirements are met. 

The board announced that it had 
eliminated its proposed $5 mini- 
mum monthly installment require- 
ment, which was to have become 
effective Jan. 1. At the same time 
it prohibited the extension of an 
installment loan to make a down 
payment on one of the 24 articles 
under regulation. 

The original installment-credit 
regulations were announced in 
August and became effective in 
September. In general, they lim- 
ited such credit to 18 months and 
fixed a schedule of down payments 
for certain articles, ranging from 
33 1/3 percent on automobiles to 
10 percent on furniture. 


Canton Dealers 


Elect Lamorder 


CANTON, O.—Herbert N. La- 
morder, L & M Buick Sales & 
Service, was elected president of 
the Stark County Automobile Deal- 
ers Assn. at meeting of the new 
board of directors last week in 
Hotel Onesto. He succeeds J. O. 
Kempthorn, Kempthorn Motors, 
who served as president in 1941. 

; Sanders, Progressive Chev- 
rolet Co. of Massillon, was elected 
vice-president; S. L. Bowlus, Bow- 
lus Service Co., treasurer; and 
Chas. M. Isaac was re-elected ex- 
ecutive manager. 

The new board of directors is 
composed of the above officers and 
John C. Kramer, Kramer Motor 
Co.; W. J. Edwards, Edwards Mo- 
tor Co.; James N. Stewart, Art 
Nims Chevrolet Co.; C. C. Ewing, 
Ewing Chevrolet Sales & Service; 
George P. Maloney sr., G. P. Ma- 
loney Motor Co., and J. O. Kemp- 
thorn, Kempthorn Motors. 


Many Iowa Dealers 


Begin Early Closing 
SIOUX CITY, Ia. — Automobile 
dealers in several Iowa communi- 
ties have agreed to close all new 
and used car sales rooms at 6 pm 
daily. Sioux City and Waterloo are 
two Iowa cities that adopted the 
plan last week. 

Jess F. Getz, president of the 
Sioux City Automobile Dealers 
Assn., said regarding the new hours: 
“The prime purpose of early clos- 
ing is that all dealers want to do 
their part to conserve heat, light 
and power during the national 
emergency and also due to the 
shortage of help and shortage of 
cars.” 
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DETROIT, NOVEMBER 3, 1941 


Dame Rumor Is a Garrulous Old Gal 


| ee Halloween as we write this, which perhaps is why we 
cannot help likening the rumor-mongers with the small 
boys who ring doorbells and holler “Boo!” at those who 
open the doors of the attacked residences. We as a house- 
holder are accustomed to this tomfoolery and are not scared 
by the boos, and we as an editorial writer feel much the 
same way about the stories that come out of Washington 
hinting of a complete curtailment of the production of new 
cars after the first of the year because of the needs of the 
defense program. 

Supporting our belief that we doubt if the Administration 
will go to such lengths, we refer you to Bill Ullman’s 
“Automotive Washington” column in this issue. Inquiry on 
the part of that column fails to support any such rumor. 
On the other hand, Ullman finds defense authorities are will- 
ing to admit that automobile plants should be permitted to 

roduce an essential minimum to replace those that no 

onger can be kept in service so that defense workers will 
a the necessary transportation to go to and from their 
work, 





Enough’s Enough 


IX his arrogant defiance of President Roosevelt in the case 
of the coal miners’ strike, John L. Lewis is proving to be 
a clumsy “milkmaid,” for he has kicked over the bucket 
which labor has been filling with lacteal fluid from the 
government cow. He has got Franklin D. Roosevelt with 
his back to the wall, forcing him to take drastic action, much 
as he dislikes to do it, to stop the whirlwind of strikes that 
eas have hamstrung our defense production ac- 
tivities. Whether it will be by means of the bayonet or 
through congressional legislation, we have come to the 
crossroads — surrender to labor or take disciplinary action 
which will make labor mark time for the duration of the 
Sr and forget their “social gains” until Hitler is 
c 


‘The Show’s the Thing’ 


AVING the courage of their convictions, San Francisco, 
Baltimore, Buffalo and Rochester, (N.Y.) dealers al- 
ready have held successful automobile shows and this month 
iene Denver and Fresno, Calif., will cut in on the 
circuit. e shows already held have demonstrated that, 
despite the war clouds, the public is still interested in new 
cars, which makes us regret that the national show was 
not held in New York as usual. We congratulate the dealer- 
promoters of these local shows for proving that after all 
‘the show’s the thing.” 


ORLD-WIDE attention to the part Detroit is playing 

in the armament program was attracted last week by 

the visits of Secretary of the Navy Frank Knox and the 

Duke of Windsor, both of whom inspected our automobile 

plants and found out the progress this industry is making 

in the manufacture of lethal weapons. “I have had my eyes 

opened on this trip,” Secretary Knox told Henry Ford, and 

e Detroit Free Press’ “Pipeline Pete” suggests that he 
tell Washington critics about it. 
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BABSON SUGGESTS Roger W. 
TRADE-IN PLAN Babson, 
BE COPIED famed eco- 
nomist, has 
come forward with a plan in which 
he suggests that other industries 
copy the automobile business in 
stimulating new car sales through 
used car trade-ins. Sez he: “The 
immediate need after the war will 
be for markets for peacetime 
goods. These must be manufactured 
in great quantities in order to keep 
employed the millions now engaged 
in the manufacture of munitions. 
Furthermore, we are to have a 
great demand for machinery, build- 
ing materials and merchandise 
from abroad by people who have 
no money with which to pay. We, 
therefore, must work out some way 
to consume the finished goods 
which we are then able to produce 
apart from the wearing-out pro- 
cess and a World War every 25 
years. A trade-in plan, such as the 
automobile people have developed 
but made applicable to all in- 
dustries, has possibilities. Consum- 
ers need be trained to replace 
goods before they wear out. 


“NEW MACHINERY: We are 
advised to look for new uses and 
new products for raw materials 
and finished goods. This means 
new markets must be secured. 
Manufacturers are today using 


-| fully depreciated tools and ma- 


chinery which they should trade in 
for new machinery so as to give 
the American people better goods 
for less money. Prosperity comes 
only from lower taxes and lower 
prices. Continuous employment is 
far more important than increases 
in wages or unit profits. We need 
some way to make it possible for 
the worker and those having pri- 
vate funds to consume the new 
finished goods that will be avail- 
able a few years hence. Those who 
have funds to buy with are usually 
thrifty people. Being thrifty, they 
wear out the goods they own un- 
less they are offered a value for 
such goods. Cannot the trade-in 
system, which has been used in 
creating the automobile, refriger- 
ator and stove markets, be applied 
to 100 industries . 


“EUROPE AFTER THE WAR: 
After this war is over our neigh- 
bor nations in war-torn Europe 
and Asia are going to look to us 
for food, clothes and other prod- 
ucts. One good crop year in 
Europe will in a large measure 
greatly help solve the food prob- 
lem. Their lack of raw materials, 
however, will make it difficult to 
make machines, clothing, bedding 
and many other things for years to 
come. 

* *« # 

“TRADE-IN CENTERS: We 
could have trade-in setups in all 
trade centers of our nation with- 
out any more government em- 
ployes. We have plenty of federal 
setups now functioning which can 
be used for this purpose. To these 
centers our consuming public could 
carry their used goods and after 
having such goods appraised, re- 
ceive a trade-in certificate from 
the federal appraiser. This cer- 
tificate, if used in 10 days, would 
be as good as cash in the purchase 
of new machinery and goods cost- 
ing three times the face value of 
the certificate. The used machines 
and goods would be for export. In 
fact, no new products should be 
allowed to leave the country ex- 
cept as paid for by cash.” 


Not such a bad idea, Mr. Bab- 
son, or is it?—G.MLS. 


1942 Album 


The Album of 1942 Cars 
included with the last issue 
of Automotive News contains 
the only complete showing of 


Models, Specifications and 
Prices now available for ref- 
erence and comparative pur- 
poses. Extra copies for office 
or salesmen’s use will be 
supplied, while they last, at 
50¢ each or 3 for $1, postpaid. 





Better Hurry 










In This Corner 


The views expremned in this 
Anonymous contributions will 
be observed upon request. 


Texas 


New car registrations in Texas 
during September were the lowest 
in 10 years except for September, 
1932. Public interest in new cars 
continues to lag although there is 
a big demand from dealers, which, 
no doubt, is attributable to their 
scarcity. Generally speaking, deal- 
ers are selling new cars at a more 
reasonable margin above cost than 
was done heretofore. New car in- 
ventories are very low and dealers 
are beginning to realize that they 
will continue low and become in- 
creasingly more difficult to get as 
time goes on. 

Used car sales in September were 


considerably less than the previous/s p 


month. Inventories are in a healthy 
position but prospects are not any 
too favorable for a continued well- 
balanced stock. Sales prospects fair 
to good. 

General business is only fair ex- 
cept in a few favored areas. Mer- 
chants are prepared to do a good 
fall business but are running into 
difficulties in replenishing inven- 
tories —J. N. Mitchell, Waco, Tex. 


Idaho 


Dealers’ new car stocks in Idaho 
are materially lower than they were 
30 days after the introduction of 
new models in 1940. 


Used car stocks are about 30 per- 


NOVEMBER 

$- 7—San Francisco (Palace, St. Fran- 
cis). Annual meeting of American 
Petroleum Institute. 

8- 8—Denver. (City Auditorium). An- 
nual Automobile Show. 

8-15—Pittsburgh (Hunt Armory) 
Pittsburgh Automobile Show. 

12-15—White Sulphur Springs, W. Va. 
Annual convention of American 
Automobile Assn. 

18-14—Cleveland (Statler). SAE na- 
tional Cansportats and main- 
tenance meeting. ; 

24-25— Minneapolis (Nicolet Hotel) 
Annual convention of Minnesota 

Automobile Dealers Assn. 


DECEMBER 


3- 4—Toledo (Commodore Perry Ho- 
tel). Eighth annual convention of 
Ohio Automobile Dealers Assn. 


JANUARY 
8—Gilmore Grand Canyon Economy 
Bun. ; 


12-16—Detreit. (Book - Cadillac). SAE 
— meeting and engineering 


20-21—Chica (Palmer House). Na- 
tional utomobile Dealers Assn. 
convention. 


FEBRUARY 
16-21—Atlantic Or. Automotive Serv- 
ice Industries Show. 


‘Lowest in 10 Yeats.... 


column are those 
not be accepted but confidence will 








—Thomas in Detroit New| 
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of our readers. 













tighter trade-in allowances.—W. 
Ash, secretary, Idaho Automob 
Dealers Assn., Boise. 


South Dakota 


Local dealers are still experienc 
ing an acute shortage of both ne 
and used cars and although 
demand is not as great as previo 
introductory years the sales are , 
ceeding the supply.—W. K. Rie 
den, president, Rierden Motor Co 
Chrysler- Plymouth, Sioux Fa 


Speeds 


Do you have any figures on 
average speeds of various cars? 
have been told that speedometers 
often do not record the exact miles 
per hour of a car.—Mrs. R. Cim- 
bura, North Farrington, N. Y. 


Eprror’s Note: The average 
speed for five low-priced cars 
was 79 miles per hour over a 
measured course in Detroit. The 
tests, made recently, were made | 
against time on a measured | 
course, and speedometers were | 
not considered. 


Top-price cars averaged about 
100 miles per hour, while the 
medium-priced cars averaged 
about 90 miles per hour. 

While the speedometers were 
not taken into consideration on 
these tests, other surveys have 
shown that the average car’s 
speedometer will vary from 4a 
minus 2 percent to a plus 6 per- 
cent as compared with the ac- 
tual speed of the car. 


Years Ago 


(. . . from Automotive Files) 





15 Years Ago 
Rickenbacker Motor Co., Detroit 
maker of the Rickenbacker car, goed) 
into friendly receivers='p to conservé 
assets; claimed liabilities $1, 000; | 
assets close to $7,000,000 . . . Rufus § 
Cole succeeds O. C. Hutchinson # 

Hupmobile sales. manager. 


10 Years Ago 

Fred J. Haynes resigns as vice 
resident and general manager o 
ranklin, and H. H. Franklin take 
over management control... J. B 
Eccleston, who retired as general sale” 
manager of Oakland Motor Car Co., 
Pontiac, in 1913, dies. 





£ 


5 Years Ago 3 


Henry B. Joy, who moved Packard! 
Motor Car Co. from Warren, O., to : 
troit and became its president and whd) 
was one of the founders of the Lincolm) 
Highway, dies, aged 61. 5 
5 
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FOR THE KIND OF CARS 
AMERICA LIKES! 


The motoring public has 
learned to expect great 
things from Oldsmobile— 
and again, Oldsmobile de- 
livers the goods! To serve 
the vital needs of today’s America, Oldsmobile offers for 1942 the 
smooth, sleek-lined Olds B-44—Better looking, Better lasting 
and Better built than any Oldsmobile in Olds’ 44-year history. 


FOR TOP-QUALITY 
MATERIALS IN EVERY PART! 


Quality gets priority in the manufac- 

iy), 7 ture of the new B-44. In every part— 

ct crankshaft, connecting rods, pistons 

wa / and cylinder block —materials are the 

finest of their kind. It’s Oldsmobile’s rigid quality standards, 
applied to every part, that contribute to the long and trouble-free life 
of the car as a whole. Oldsmobile has a quality reputation to uphold. 


FOR SOLID, STURDY 
CONSTRUCTION THROUGHOUT! 


Engineering and construction of the new 
B-44 likewise add to Oldsmobile’s sturdi- 
ness and durability. To meet the unusual 
needs of today’s transportation, Oldsmobile 
engineers have spared no effort to make 
the new Oldsmobile B-44—every inch 
and every ounce—a car that’s built to last. 


——————————— SSS eam esas aac 


FOR THE VERY LATEST 
IN NEWEST FEATURES! 


Oldsmobile’s contributions to the motor 
car industry are famous throughout 
the world. Oldsmobile’s original Hydra- 
Matic Drive, built and backed by General 
Motors, now goes into its third great year. 


FOR APPEARANCE AND STYLE 
THAT ALWAYS CLICK! 


Big, broad-shouldered, commanding in a smart 
new modern manner, the Olds B-44 again 
leads the style parade. Its original, distinctive, 
front-end treatment combines beauty and 
utility in line with the tempo of the times. 


FOR FACTORY POLICIES THAT 
ARE FAIR AND CONSIDERATE! 


Oldsmobile dealers enjoy a franchise that is one of 
the fairest in the industry—with liberal discounts and 
protected territories. Oldsmobile has long been noted 
for policies that are advantageous to dealers’ interests. 


FOR FACTORY CO-OPERATION 
THAT CAN’T BE BEAT! 
Furthermore, Oldsmobile dealers receive 
SE factory co-operation that is helpful in all 
departments of their businesses —co- 


operation that’s a definite aid to successful operations. If you’re 
an Olds dealer, you know: -“You can always count on Oldsmobile!” 











TT Te een a “AP I see A TT TE A I EE EE IT ET, Fe EE I NEL I I ita 


SUSU SpUUEETEEUEEEEESE 


6—(962) 
Seattle: 


Car Dealers Confident 
Of a Sellout in 1942 


By D. M. Trepp 








present is that countless potential 





Staff Correspondent 


SEATTLE.—New car sales con- 
tinue slow, but there is better tone 
than two weeks ago. Finance terms 
are hurting lower-bracket cars, but 
are no factor in the high priced 


group. 







buyers for October and November 
went into the market in late 1941 
model-months and bought because 
they feared 1942 cars would be too 
high, taxes too high, terms too 
high, inferior substitutes would be 
used and output might stop entire- 












































Main reason for slow sales at 


Pittsburgh: 
9 Months’ Sales 


ly. Taking long range view, dealers 
aren’t worrying but what the 1942 
output will sell-out completely as 
the months go by and especially 
during 1942. 

Trading is on tight margin, gen- 
eral practice being Northwest Used 
Car Manual figures, less 10 percent, 


Still Top 1940 
less liberal charge for proper re- 


D es P i te ~ l um Pp conditioning. Then one allowance 


PITTSBURGH.— (UTPS). — New | !8 Pyery = prospective buyer, 
h and| 2nd that is all. 
Taner “eae saan “Beptenn- Dealers are even calling at the 
ber showed nearly a 14 percent| Used car lots to buy—if they can— 
drop compared with September of|USed cars they want. Inventories 
last year, although the total regis-| °C Very low. Buyers are not too 
trations January through Septem-|Choosey, either, on vintage. Of 
ber of 1941 still maintain a 20 per-| Course late models are preferred. 
cent increase over the correspond-| But all properly reconditioned cars 
ing nine-months period last year.| #PPear to sell. 
There were 1,609 cars registered Portland: 


here in September, 1941, making a; ——____l_ 
total of 44,526 up to Oct. 1. U. se d Cars Grow 
Scarcer; Dealers 


Oldsmobile led the down sweep 
in September car sales here with 

Fear for Worst 
PORTLAND, Ore.—There is an 


72 percent less volume this year 
than last, while Packard’s Septem- 
ber sales were only 9 percent lower 
than last year. 
Pontiac, Nash -_ ee — ‘ : oo aie . 
volume o mber| increasing scarc of used cars, 
a > , with the “lots” rapidly becoming 
bare. The majority of new car 
dealers report a fair supply of new 
cars coming in to supply needs. 
Heavy sales are reported by all 


sales over last year, while others 
dealers, both new and used, among 


showed these losses during Sep- 
tember this year: De Soto 32 per- 

defense workers. Dealers are stress- 
ing, in making these sales, speed 


cent, Chevrolet 30 percent, Stude- 
baker 27 percent, Lincoln-Zephyr 
18 percent, Hudson 16 percent and 

and more speed among the buyers 

to beat further output curtailment. 

Automobile parts dealers stress 


Mercury 13 percent. 
However, gains of from one to 
38 percent were shown in Septem- 
ber sales volumes over last year 
with Cadillac showing the one per- 
cent increase, Dodge 16 percent,|to buyers that parts will not be 
Chrysler 21 percent, Willys 30 per- plentiful, but that they will do all 
cent, Plymouth 31 percent and/ possible to get enough parts to 
Ford 38 percent. keep the leading makes in repair. 

Total new car registrations up to| There is no doubt but that there 
Oct. 1 show gains over last year will be numerous changes in own- 
for all but Graham, Lincoln-Zephyr,| ership of leading car distributor- 
Packard and Hudson who show de-| ships. Among the small dealers, 
creased sales of 37 percent, 10 per- they now realize that many of them 
cent, 8 and 5 percent respectively. | Will be compelled to go out of busi- 

The gains maintained by the/| ness early in the spring, since both 
others range from 79 percent for| 2¢W and used car stocks will prob- 
Cadillac over this period to 7 per-| @bly_be exhausted by then. 
cent for Mercury, with Chrysler 
showing 39 percent, Studebaker Montreal: 
arid Nash, 30 percent; De Soto 28 
percent, Ford 22 percent, Plymouth 
and Pontiac 20 percent; Chevrolet 
19 percent, Oldsmobile 18 percent, 
Buick and Dodge 14 percent and 
Willys 10 percent. 

Plymouth led in new car regis- 
trations here in September with 
271. Ford was next with 170, then 
Chevrolet with 157, Buick 114, 
Dodge 113, Chrysler 83, Packard 
78, Hudson and De Soto 74, Stude- 


Special to Automotive News 
MONTREAL.—Automobile deal- 
ers are having very good demand 
for new cars, especially in the low- 
priced brackets, a survey revealed 


baker 68, Pontiac 52, Oldsmobile 36, 
Willys 23, Mercury 20, Nash 14, 
Cadillac 11, Lincoln-Zephyr, nine. 


Up to Oct. 1 this year Chevrolet 
led the field here with 9,007 new 
car registrations. Plymouth is next 


with 6,145, then Ford with 5,129, 
Buick 4,011, Pontiac 3,518, Oldsmo- 
bile 3,389, Chrysler 2,542, Dodge 2,- 
370, Studebaker 1,818, De Soto 1,454, 
Nash 980, Packard 935, Hudson 841. 
Mercury 819, Cadillac 790, Willys 
306, Lincoln-Zephyr 207, Graham 15. 


Insurance Rate 


Boost Forecast 


OLYMPIA, Wash.—There is a 
distinctly adverse trend in automo- 
bile insurance experience in the 
state of Washington, and a num- 
ber of underwriters are becoming 
alarmed. It is predicted that rates 
will have to be boosted to meet the 
rising loss curve. 

Factors contributing are congest- 
ing of machines on highways, the 
many new drivers, especially young 
men employed in defense indus- 
tries, together with mounting auto- 
mobile repairing costs which reflect 
increased wages. 

Old model cars are involved in 
a large percent of the accidents. 
Young drivers are contributing to 
a large share of accidents, as are 
drivers under the influence of 
liquor. - 


here last week. 


When asked to what they attrib- 
uted this activity, dealers agreed 
that they had no answer except 
that on a generally rising market 
sales showed an equal tendency in 
the upward move. Another explan- 
ation would seem to be that pur- 
chasers of new cars are taking no 
chances and are buying early when 
stock is available, since the gov- 
ernment’s leaning during war years 
to higher taxation and more and 
more restrictions might easily ad- 
vance prices considerably. 

One new car dealer said that 
customers were not putting off 
buying as they did formerly, and 
many of them are paying cash. 

Due to various restrictions and 
sundry taxes which beset owners 
of large and high-priced cars, the 
natural tendency with the public is 
in the direction of the low-priced 
vehicle. However, there is quite a 
heavy demand for the medium- 
priced car as well, and even the 
top-priced car comes in for notice 
with quite a few purchasers. 


Dealers said that stocks of new 
cars were low and that they were 
only receiving such stock as plants 
were able and willing to let them 
have. In this connection, both or- 
dering and optioning are matters 
of the past and will probably not 
be resumed until after the war. 

For some unexplained reason, 
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Steady Decline Noted 


In Santa Fe Sales 
SANTA FE, N. M.—(UTPS).— 
After record new car sales total- 
ing 2,286 for July, each succeed- 
ing month has shown a sharp 
decline in New Mexico. 

August sales were 1,202, Sep- 
tember, 895. For the first half of 
October, sales were about one- 
half of normal. 

Scarcity of new cars for de- 
livery and pre-season buying by 
many motorists are behind the 
downward spiral, as well as the 
complications of higher prices 
and taxes, dealers believe. 


North Dakota: 


Shortage of Cars 
Drawback; Used 


Units at Premium 


GRAND FORKS, N. D.—(UTPS). 
—Automobile sales in the Red 
River Valley district continue good, 
the chief drawback being trouble 
in obtaining new cars. 

There is a big demand for me- 
dium-priced new cars, despite the 
fact that prices are higher, but it 
is almost impossible to obtain them. 
Crops have been harvested and 
farmers have money on hand, but 
they can’t get the cars they want. 

“We are all out of late model 
used cars and are down to ‘cats and 
dogs’ now,” said one dealer, “and 
this situation is representative of 
the dealers in the entire district. 
If we can get late-model used cars 
we can demand a premium for 
them, but on the other hand it is 
almost necessary that we pay a 
premium on a trade-in. The fellow 
who has a good used car to dispose 
of can get a premium, and he de- 
mands it right now.” 

Many of the “wrecks” are being 
reconditioned. New trucks are also 
hard to get and good used ones 
were bought up generally for haul- 
ing of farm crops. 

As an illustration of the demand 
for used cars, one owner of a 1930 
Ford advertised it, planning to run 
the ad three days. The first day 
brought a flood of calls with offers 
ranging from $75 up. A rural mail 
carrier traveled 100 miles to get the 
car and in one day raised his offer 
by degrees from $100 to $125, for 
which the car was finally sold. He 
paid for repairing a tire and ar- 
ranged to do all needed repair work 
at his own expense. 

A year ago the same make car 
was bringing around $50. 


New Car Market Improving; 
Dealers Looking to Service 


used cars this October are not sell- 
ing so well. This situation would 
seem to be another of the unex- 
plainable ones, with the answer ly- 
ing somewhere between the appar- 
ent scarcity of used cars and the 
fact that good ones are at a pre- 
mium. This last would probably 
appear to be true since dealers re- 
ported light stocks on hand. Old 
models which ordinarily would be 
sold at popular prices are very 
scarce, and those of 1940 and 1939 
are bringing top prices. 

The situation on new and used 
trucks is quite promising for a con- 
tinuance of demand throughout the 
winter. Dealers said that in their 
opinion the season of 1941-42 will 
be an excellent truck year, since 
road improvement and new proj- 
ects of highway development will 
be pushed by the federal and pro- 
vincial governments, and many 
large business organizations are 
buying heavily in anticipation of 
difficulties with a long stretch of 
war months ahead. 

Montreal dealers reported that 
they were getting full profits in 
their sales and that there was little 
or no wild trading at the present 
time. Most of these dealers are 
paying good prices on “trade-ins” 
and, in turn, are selling good used 
cars at satisfactory prices with 
credits carefully considered. 

All Montreal dealers are paying 
particular attention to their servic- 
ing departments inasmuch as they 
are looking forward to a great deal 
of business in this direction. On 
the whole, the servicing lines should 
come in for much attention later. 








SALES TRENDS 





Used Market Stagnant; 
Sales Efforts Inadequat 


towns of the Carolinas (those who 
are not in the Army now) are not 












By D. C. Spencer 
Staff Correspondent 








CHARLOTTE, N. C.—The used 
car business is off schedule in the 
Charlotte area, principally for two 
reasons. 

First, during this fall season 
when the used car trade is lively 
in the Carolinas, dealers figured 
there would be a rush for them— 
that business would make a beaten 
path to their door. Consequently a 
great many sales forces were 
weeded out or were dispensed with 
entirely. 

Workers in the hundreds of hos- 
iery and textile mills in this area 
are not rushing to town to buy used 
cars, but are waiting for the “rap- 
ping as if someone gently tapping” 
upon their chamber door. But there 
are no “go-get-’em” men knocking 
around the mill villages or hauling 
in the prospects. So that particular 
business is shrivelling up and dy- 
ing on the bush, as it were. One 
thing a mill worker will not do— 
that is, take the offensive—he is 
timid, not an aggressor. However, 
he has the “kale” and it’s up to the 
salesman to make the sale. 

Second, the sales talk about the 
new models has not been borne out 
in the models displayed in Char- 
lotte, and motorists are holding on 
to their old cars. So the trade-in- 
angle has been blitzed. 

There is no shortage of used cars 
in the Charlotte area, and the 20- 
odd lots are full of good ones. They 
are moving, but not with the speed 
of October and November in other 
years. The go-get-’em boys, who 
angled for business in the mill 


Birmingham: 
Alabama Dealers 
Seek to Clarify 





U.S. Credit Curb): 


BIRMINGHAM, Ala. — Automo- 
bile dealers of Alabama have dis- 
patched “an important letter of in- 
formation” to the public in a move 
to correct any impression that 
automobiles cannot still be bought 
on easy terms. Sales have been 
definitely slow since Oct. 1. 

This is ascribed to several causes 
including the change of models, 
slow delivery, over-selling of the 
market before prices went up, 
local strikes and tax paying period. 
The public also seems to have got 
the idea somehow that terms on 
cars are much more rigid than 
formerly. 

“You can still use your old car 
towards the down payment,” said 
this joint announcement of 16 deal- 
ers. “This letter has been written 
with one, and only one purpose in 
mind. Namely—to clarify in the 
mind of the general public the new 
federal regulations governing the 
purchase of automobiles. 

“The new law states that ‘pur- 
chasers of new or used automobiles 
must pay one-third of the purchase 
price down, and pay the balance 
of the full amount within the fol- 
lowing 18 months.’ This regulation 
is not drastic. Most automobile 
dealers in the past have followed 
that plan in selling automobiles. 
It always has been just good sound 
business to sell automobiles in this 
manner. 

“The government has just made 
those figures, that have been used 
by most of us for a long time, 
mandatory, and the maximum time 
that will be extended in all cases, 
in the future. So you see—this is 
nothing new at all.” 

As an illustration it is shown 
that John Jones in buying a used 
car at $510 can put in his old car 
at $200 with no cash down because 
his car exceeded the one-third 
down payment. 

The letter concluded with the 
statement that “You can still buy 
automobiles on easy terms.” 


Schaus Named 


SOUTH BEND.—Gilbert L. Schaus, 
of Scherman-Schaus-Freeman, Stude- 
baker distributors in this area, has 
been named chairman of the St. Jo- 
seph county automobile dealers defense 
savings staff. 




























































playing right and left field ang 
deep center, and the score is lop. 
sided. 

Then, too, the credit companie; 
are not extending the time, or giy. 
ing the liberal margins they gave 
in the days before the federal gov. 
ernment put a curb on installment 
buying. This curbing statute went 
into effect the first part of October, 
just when the used car busines; 
was due to bloom in the Carolinas 

Therefore, city prospect, w 
hasn’t the income the mill worke 
is now enjoying under defense 
der operations, is slowed down to a 
mere shuffle, or is marking time 
He would like to own a used car, 
but he’s afraid he can’t make the 
grade with the finance companies 


Los Angeles: 
Floor Play Worst 
In Years; Used 
Stocks Are Small 


By Slim Barnard 
Staff Correspondent 






































business in Southern California has 
been very slow. Floor play is the 
lowest in many years and those 
dealers who are selling automobiles 
are doing so by digging up pros- 
pects by house-to-house calls. 
Service business is up and show- 
ing a nice increase. Stocks of used 




























less than 100. 
There is an extraordinary num- 













75 percent of cars sold in this 
were sold for cash. 

Reports from Washington indi 
cate that next year there will 
a great scarcity of new 
Therefore the majority of deale 
































































than to go overboard on trade-in 
allowances. 


sid 
Canton: 
Situation Eased | 

With More Cars; | 


Demand Heavy 


CANTON, O.—New car situation 
here has eased slightly in the past) 
two weeks, due to more frequent 
deliveries to dealers in the terri-) 
tory, a survey last week revealed 
There has been no let-up in deman#) 
for cars in the higher and medium} 
priced class. New credit restric’ 
tions are having little effect on) 
sales here. | 

Majority of dealers said they) 
have been able to move all the new) 
cars they have been allotted so far,’ 
with plenty of orders on hand for 
future delivery, when cars are 
available. There has been little or 
no resistance to higher prices. 

Used car stocks continue at 4 
minimum, with ready buyers ot 
hand for the better used cars, 3 
soon as they are shunted to the 
used car lots. Many salesmen have 
long lists of buyers for used cars 
whenever they are available. 

There has been a decided pickup 
in repair work generally through- 
out the city, with certain parts al- 
ready being hard to obtain, thereby 
holding up repair jobs. Some gar 
ages report they have been able 
get their usual allotment of parts) 
Much new machinery and servic) 
tools has been installed in the past 
six weeks here, with substantial 
business in this respect in prospect 
for the months to come. 

New and used trucks are moving 
better than normally, especially 
used trucks, which are being 
grabbed up as soon as they are 
available. These are demanding 
prices 20 percent and higher than 
a@ year ago. 
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DEMOLITION BOMBS 
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» 
A bas High Tensile 


In applications such as demolition bombs, N-A-X HIGH TENSILE is 


ideal, for it meets the exacting specifications set up for this important 


defense material. This superior low alloy steel possesses outstanding 
impact properties—an item of particular importance in applications of 
this sort. 

N-A-X HIGH TENSILE has other important properties, too, that 
permit the fabricator to form these bombs with speed and ease. This 
superior low alloy steel works well in all phases of manufacture, and its 
outstanding ductility and forging properties combined with excellent 


welding characteristics make for low-cost fabrication. 












Wy; Pin IRSA 
ITS INHERENTLY FINER GRAIN 
MAKES ALL THE DIFFERENCE 
“3 RATS 






In hundreds of exacting applications, N-A-X HIGH TENSILE has 
proved without question that it is a really superior low alloy steel. In 
parts or products that must operate in all kinds of weather, over un- 
developed terrain, the impact and fatigue resistance of N-A-X HIGH 
TENSILE has given equipment longer life with lower upkeep cost. 

Great Lakes engineers, who have experience covering N-A-X HIGH 
TENSILE in all types of applications, will E glad to assist you in the 
use of this outstanding low alloy steel. Telephone, wire or write for one 


of these engineers today. No cost or obligation. 


LIST OF PRODUCTS 


Hot Rolled Strip (down to 1 inch wide) . . . Hot Rolled Strip Sheets (up to g1 inches wide) . .-. Spring Steel (carbon and alloy) . . . Merchant 
Bars . . . Forging Bars . . . Automobile Bumper Sections . . . Bar Mill Sections . . . N-A-X HIGH TENSILE Bars, Shapes, Sheets, Billets... 


Sheet Bars . . . Hot and Cold Rolled Sheets... Michigan Metal for Vitreous Enameling ... Deep Drawing Quality (in all grades, widths up to 
g1 inches) . . . Stran-Steel Metal Framing for Residential and Commercial Construction. 





GREAT LAKES STEEL CORPORATION—DETROIT, MICHIGAN | 


Sales Offices in Principal Cities 


division of 








NATIONAL STEEL CORPORATION 


Executive Offices, Pittsburgh, Pa. 
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Knox Terms Hud 





Hudson Dealers Present 


First Oerlikon Gun to Navy|_ 


DETROIT.—The $20,000,000 Naval 
Ordnance plant, operated by the 
Hudson Motor Car Co., took its 
place as a “fighting unit” of Uncle 
Sam’s Navy following formal dedi- 
cation by Secretary of the Navy 
Frank Knox last week. An inspec- 
tion tour by Knox, Rear Admiral 
W. H. P. Blandy, chief of the Bu- 
reau of Navy Ordnance, Command- 
er F. F. Foster, U. S. N., ordnance 
inspector, President A. E. Barit of 
Hudson and other high Navy and 
Hudson officials preceded the dedi- 
cation. 


Speaking over a nationwide radio 
hookup, Knox told over 1,000 work- 
ers now employed at the Naval 
Ordnance Plant, as well as 400 
Washington officials and guests 
that “They were a part of the na- 
tion’s defenses just as much as the 
soldiers and sailors and the naval 
department officials” with him on 
the platform. 

Knox congratulated Hudson offi- 
cials who began the 14-building 
plant barely seven months ago and 
said they still have a much greater 
job ahead. 


Knox spoke from a stand built to 
resemble the bow of a warship, in 
a flag be-decked corner of the huge 
gun building. 


On behalf of the Hudson distrib- 


Automotive Men 
Among Dead in 


Airplane Crash 


DETROIT.—In the crash of the 
New York-to-Detroit transport 
plane last Thursday night near St. 
Thomas, Ont., several prominent 
men in the automotive and avia- 
tion industry were among the 20 
passengers who lost their lives in 
the burning wreckage. 


Cause of the crash is not known 
as yet, but a thorough investiga- 
tion is planned in what was termed 
by high Canadian government of- 
ficials as the worst airplane crash 
> the history of Canadian avia- 
tion. 


Listed among the dead were: 
Emmett N. Scott, Detroit, gen- 
eral service manager of United 
Motors Service, Inc.; Eugene J. 
Watt, Royal Oak, Mich., liaison 
engineer between the Chevrolet 
Gear & Axle division and Pratt- 
Whitney airplane engine plant; 
Victor R. Conzett, Detroit, and 
Thomas A. Fraser, River Rouge, 
foremen of American Brass Co.; 
F. R. Root, Ypsilanti, Mich., of 
Stinson Aircraft Corp.; Edward 
Bigda, Bridgeport, Conn., and A, L. 
Lewis, Walpole, Mass., both of 
Vought-Sikorsky division of United 
Aircraft Corp.; Frank Snyder of 
Buffalo, international representa- 
tive of UAW-CIO. 
ees 
Garland B. Robertson 

HUNTINGTON, W. Va.—Garland B. 


658, secretary and treasurez 
of the Huntington Saoreme Dealers’ 


* *¢ 


Ford R. Lamb 
PINCKNEY, Mich.—Ford R. Lamb 
executive secretary, past president and 
charter member of the erican So- 
ciety of Tool Engineers, died at his 
home here last week. 


utor and dealer organization, Presi- 
dent Barit presented to the 
Navy, the first Oerlikon 20 mm. 
anti-aircraft machine gun produced 
and assembled at the new plant. 
George H. Pratt, general sales 
manager of Hudson, said that the 
cost of the gun was subscribed to 
by Hudson distributors and dealers 
all over the country. 


In accepting the new naval plant 
for the Bureau of Ordnance as a 
permanent part of the national de- 
fense setup, Rear Admiral Blandy 
declared: “The opening of this 
Naval Ordnance plant is a symbol 
of the growth of the U. S. Navy 
to a position where it will be able 
to carry out successfully the heavy 
responsibilities which rest on it to- 
day. For this establishment is very 
much a part of our Navy. The 
launching of a great battleship, the 
commissioning of a new aircraft 
carrier—these are important mo- 
ments in our Navy’s life. The open- 
ing of a plant of this type, for the 
manufacture of the weapons for 
those ships, is equally important.” 


Barit paid tribute to the men who 
labored in the building of the huge 
naval ordnance plant. He said he 
was also greatly encouraged by the 
attendance records at the voca- 
tional school, established some 
months ago at the main plant of 
the Hudson Motor Car Co. to in- 
sure the proper training for the 
7,000 men who will be eventually 
required to man the new plant. 


The new ordnance plant is lo- 
cated on a 135-acre site at Nine 
Mile Road and Mound Road in 
Centerline, near Detroit. The 14 
buildings, containing over a million 
square feet of floor space, are 95 
percent completed and production 
has already started on the Oerlikon 
20 mm. anti-aircraft machine gun, 
which experts say, answers the 
dive bomber menace for ships at 
sea. In full production, the plant 
will employ 7,000 workers, over 4,- 
000 of whom will be highly skilled 
machine tool operators and me- 
chanics. 


Ground was broken for the plant 
on March 17. The first concrete 
was poured March 26. Structural 
steel started rising on April 17. The 
first brick work was laid April 30. 
On May 20 the first floors were 
poured—and installation of ma- 
chinery got under way soon after- 
ward. Today the buildings are 
practically completed and approxi- 
mately one-half of the machine 
tools required for 100 percent pro- 
duction have been received, it was 
reported. 


The Oerlikon gun—an anti-air- 
craft weapon of tremendous fire 
power which hurls an explosive 
shell—contains 600 parts, of which 
an undisclosed number will be 
manufactured in this plant, the re- 
mainder being produced on sub- 
contract at other plants. Units and 
parts manufactured outside, how- 
ever, will be brought to the Center- 
line plant for final assembly. 


In addition to the Oerlikon gun, 
the plant will produce an unan- 
nounced variety of naval ordnance 
components, ranging from delicate 
fire control and direction apparatus 
to parts for gun mounts, torpedo 
tubes and catapult guns. 





SECRETARY OF THE NAVY Frank Knox looks through the gun sight of a 


20 mm. Oerlikon anti-dive bomber gun at Pontiac Motor’s gun 
on are Rear Admiral W. H 


Knox visited last week. Lookin 


lant, which 
P. Blandy, Chief 


of Naval Ordnance, and H. J. Klingler, general manager of Pontiac. 





son Arsenal ‘Fighting Unit’ of 


Hudson Naval Arsenal Underway. . . 


a ata aad 


a alt 


THIS NEW 000,000 Naval Ordnance Plant, 
“fightin eet Uncle ° Navy following 
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in Centerline, Mich., near Detroit, the 
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Taub Criticizes 
Car Makers for 
o 
Lag in Defense 

WASHINGTON. — Alex Taub, 
OPM’s labor technical consultant 
and formerly connected with Vaux- 
hall, British subsidiary of General 
Motors, charged last week before a 
House committee investigating na- 
tional-defense migration that the 
automobile industry had placed the 
manufacture of automobiles ahead 
of defense, and had delayed the 
conversion of their tools and pro- 
ductive facilities which might now 


be speeding defense output and 
providing jobs. 


“Ten months ago, when I first 
returned to America, the state of 
mind of industries such as _ the 
motor-car industry was. still 
against any interference with their 
normal business,” he said. “Defense 
work was only acceptable to those 
who foresaw a possible cut in their 
output and these were few. At that 
time, the announced percentage of 
facilities available for defense work 
was about 15 percent. 

“Today, with curtailment on the 
premises, it is freely admitted that 
50 percent of the facilities can be 
used for defense with a possibility 
in certain areas of extending this 
to 70 percent. We have one instance 
of actual practice where nearer to 
90 percent is used.” 

Eprror’s Note: Mr. Taub’s cri- 
ticism is one of many such accu- 
sations leveled against the auto- 
motive industry in Washington, 
whereas Joseph Weiner, assistant 
to Leon Henderson, OPM’s auto- 
mobile director, declared before 
a@ congressional hearing in De- 
troit a few weeks ago that he 
knew of no instance where car 
makers refused to cooperate with 
the defense program. Moreover, 
it was pointed out, chief reasons 
for any lag in defense production 
were the Army-Navy’s delay and 
indecision on contracts. 

It is interesting to note also 
that the United Automobile 
Worker (official organ of the 
UAW-CIO) says in its Nov. 1 
issue that “UAW Washington 
committee finds Army, Navy 
bureaus are defense bottlenecks.” 


Facts Office 


Set Up 


WASHINGTON.—An Office of 
Facts and Figures has _ been 
formally established by Presi- 
dent Roosevelt to keep. the 
people informed on the progress 


of the defense program and of 
defense policies and activities. 
The office will assemble and 
arrange for dissemination what- 
ever defense information may 
be announced appropriately in a 
time of national emergency. 
Archibald MacLeish, librarian of 
Congress, will be its director. 


US. 
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Arbitration Panels Sought 


As Curb to Inter-Union Strife 


NEW YORK—As a means of 
curbing jurisdictional disputes be- 
tween unions, which admittedly 
have cost the defense program 
many vital man-hours of work, 
high defense officials are reportedly 
considering use of arbitration pan- 
els composed of representatives of 
industry, labor and government, or 
preferably industry, labor and some 
outside neutral agency. 


The American Arbitration Assn., 
whose record to date in bringing 
quick settlement to a wide number 
of defense strikes is highly impres- 
sive but little publicized, is said to 
be under consideration as the pos- 
sible neutral third party for such 
panels. 


The association’s Industrial Ar- 
bitration Tribunal, the section 
which deals with labor strikes, thus 
far this year has handled 174 
strikes, ended the strike in each 
instance, and in every single case 
had its decision accepted by both 
parties to the dispute, according to 
announcement here. 


Because of its policy of never an- 
nouncing its part in settlements 
unless both parties permit or re- 
quest it, the arbitration group has 
received little publicity on the con- 
tribution of its work to the defense 
program. So far the permission for 
publicity has been given in few 
cases. 

While not all the 174 strikes or 
threatened strikes settled by the 
group thus far this year were 
strictly defense tie-ups, the vast 





majority either directly or in- 


directly affected defense output. 


All, however, were strictly indus- 
trial disputes related to wages, 
working conditions or similiar fac- 
tors. If the association is requested | 
to enter the picture to settle jur- | 
isdictional strikes between labor | 
unions it will be taking over a new | 
angle of arbitration, but will be) 
proceeding with a background of | 
more than 20 years of research and 
experience in building a solid foun- | 
dation under the practice of arbi- 
tration. 


Brass for Souvenirs, 


None for Watchmakers 

BRIDGEPORT, Conn. — Six 
thousand casings for 75 mm. 
shells, each containing 2% 
pounds of brass and filled with 
champagne, were given away 
Navy Day in celebration of the 
25,000,000th shell produced by 
Bridgeport Brass Co. 

The souvenirs were provided 
by the company but the British 
Purchasing Commission, operat- 
ing under lend-lease provisions, 
was said to have provided the 
champagne. 

Watch manufacturers of Mas- 
sachusetts have vainly sought 
an infinitesimal amount of brass 
for continuing their business in 
recent weeks. The Bridgeport 
souvenirs accounted for 15,000 
pounds it is estimated. 


Barit, presi- 
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ERE stands an automobile—the auto- 
mobile, we believe, of 1942. 


What’s in it to make it that—and to lay fair 
claim on buyers’ attention—and on yours? 


Well... 


There’s a valve-in-head engine in it. The 
same type of engine that’s used in every 
modern airplane. The type of engine now 
celebrating forty solid years of unques- 
tioned superiority. 


There’s FirEBALL compression in it. Spe- 
cially contoured Domite pistons that wring 
more good out of every drop of gasoline. 


There’s Compound Carburetionj{ in it. A 
constant check and double check on gas 
usage to see that you get both power and 
range from the fuel you buy. 


BETTER BUY BUICK” 


EXEMPLAR OF GENERAL MOTORS VALUE 


~ Whats it got folks havent got 


in their present automobiles ? 





There are crankpins and journals in it with 
an oil-cushion finish that multiplies bearing 
life. 


There are new connecting rods that take up 
the heavier burden of present piston mate- 
rials without adding a single mote of weight. 


There are new broadrim wheels on it that not 
only get maximum mileage 
from tires, but steady the ride, 
take heel-over out of sharp cor- 
ners, hold you on your track 
like a streamliner on its rails. 


There is torque-tube drive such 
as you find in America’s fastest 
fighting planes. 


There are soft all-coil springs, 
forever gentle and easy, that 
never need any mothering care. 





BUICK BUILDS 
FOR DEFENSE 


Our assignment: 
Building Pratt & Whitney 
valve-in-head aircraft 


engines for defense use. 





No other car has 


There are six dozen different kinds of 
metals. There is precision carried out in 
terms of millionths of an inch. 


There is the brain work of men who, faced 
with the need to conserve defense materials, 
found better ways to use other things so 
that you might still find those qualities 
you’ve come to expect from a 
Buick. 


There is proof in it that ‘‘you 
can do it if you try’’—and that 
brains, and imagination, and 
intelligent action can and will 
find a way to do a job no mat- 
ter how tough the situation. 


+ Available at slight extra cost on Buick SPECIAL 
models, standard on all other Series. 






ALL THIS FOR YOU 
IN "FORTY-TWO 





You get FIREBALL STRAIGHT- GRAKE, for case and conveni- 
EIGHT VALVE-IN-HEAD EN- = ence. 


GINE, for more power and 
range. 

You get COMPOUND CAR- 
BURETION (standard on most 
models), for top economy. 

You get OIL-CUSHIONED 
CRANKSHAFT PINS AND 
JOURNALS, for much longer 
bearing life. 

You get STURDI-LITE CON- 
NECTING RODS, for greater 
strength. 

You get STEPON PARKING 


You get BROADRIM 

WHEELS, for improved ride 
and handling. 

You get FULLY ADJUST- 
ABLE STEERING POST, for 
extra comfort. 

You get BODY BY FISHER 
featuring back seats up to 52 
inches wide. 

You get WEATHERWAR- 
DEN venti-heater(standard on 
LIMITED models, accessory 
on other Series) for con- 
ditioned fresh air all year. 
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Range of Motor Share Prices Is Small for 1941] 


Fluctuation in 





Ten Months 


Only 7 Points for 24 Stocks 


By Dana Stuart 
Wall St. Correspondent 

NEW YORK, — Prices of the 
shares of automotive companies 
continue to show minor day-to-day 
fluctuations, which over the week 
just about balanced out. This has 
been a common pattern for most 
of the year. 

The price average for 24 motor 
stocks has remained within a 7- 
point range since the first of the 


Output Slash 
For ‘Big Three’ 
Rapped by Sloan 


NEW YORK.—Alfred P. Sloan 
jr., chairman of General Motors 
Corp., indicated last week in a 
statement accompanying the quar- 
terly report that he believed the 
three larger motor manufacturers 
had suffered a greater curtailment 
of production by government decree 
than smaller car makers. 

“In connection with the priorities 
program for the automobile indus- 
try,” said Sloan, “there have been 
established allotment ratios among 
individual producers. 

“In establishing these individual 
quotas, a differential has been 
created by the government between 
the three larger producers and the 
remainder of the industry; that is 
to say, the automobile production 
of the three larger producers has 
undergone a greater curtailment 
than the average of the industry as 
a whole... 

“The question naturally arises, 
whether workers who have served 
or are serving General Motors 
should lose their employment and 
in the aggregate receive relatively 
less work in favor of workers em- 
ployed elsewhere; also whether the 
17,000 G. M. dealers, as individual 
merchants, should receive a rela- 
tively smaller percentage of mer- 
chandise to sell as compared with 
competitive dealers. 

“The fact that everybody must 
do his part in the defense program 
is accepted. G. M. for one not only 
proposes to do its part but more... 

“But G. M. believes that the pol- 
icy behind the sacrifices now de- 
manded of everybody should be to 
maintain the relative position as 
among producers within industry. 


“That is to say, the policy should 
not be to use the emergency as a 
means of arbitrarily readjusting 
the competitive position of the 
units within any industry.” 


Hudson Reports 
Rise in Net Profit 


DETROIT.— Hudson Motor Car 
Co. and its domestic and Canadian 
subsidiaries reports September 
quarter profit of $1,190,788, equal to 
75 cents a share. 

In like 1940 quarter, profit was 
$531,195 or 33 cents a share. Net 
for nine months was indicated as 
$1,433,839 of 90 cents a share against 
loss in 1940 period of $1,289,004. 


Mr. Dealer! . 


Stock Price Averages 
Previous Latest 


Period Period Change Ago 
24 motors .........+. 27.93 27.44 —0.49 34.83 
10 car-truck co.’s .... 28.24 27.63 —0.61 36.48 
10 parts-access. ..... 26.21 26.30 +0.09 27.90 
4tire-rubbers ...... 19.28 19.28 _........ 17.77 


19.28 19.28 


year. This is an extremely small 
range for 10 months, and it now 
appears likely that prices may not 
break out of those bounds during 
the remainder of 1941. 

It is now pretty clear that the 
country is set for a four or five- 
year defense effort, which may be- 
fore it is over use up more than 
one-half of its productive capacity. 

The chief question for the in- 
vestor is how much their com- 
panies will be able to earn after 
taxes. These taxes, already high, 
are certain to go much higher. 

There are many in Wall Street 
who hold that the peak for corpo- 
ration earnings as a whole has been 
passed for the duration of the 
armament program. Along with 
this, they feel that many companies 
will be forced to reduce their divi- 
dends next year, if not during the 
remainder of 1941. 

The trend of earnings, after 
taxes, is beginning to emerge as 
the dominant factor in security 
prices. 


Gasoline Outlets 
In Canada Seek 


Boost in Profit 


TORONTO. — Because Canadian 
gasoline sale restrictions have made 
the position of the average service 
station operator in Canada “in- 
creasingly precarious,” three rec- 
ommendations for a “new deal” for 
lessees and independents have been 
forwarded to Ottawa by the Gaso- 
line and Automotive Service Divi- 
sion of the Retail Merchants Assn. 
of Canada. 

The results of a thorough survey 
of present conditions, made by the 
association, have been submitted to 
the Wartime Industries Control 
Board, the Wartime Prices and 
Trade Board, and to the Oil Con- 
troller of Canada. 

The association urges adoption 
of a fixed wholesale and retail price 
on gasoline, built on a zone basis, 
“as is the case under the order of 
the coal and petroleum board of 
British Columbia, which has been 
in effect for two years.” 

It recommended that the margin 
as between tank wagon price and 
the consumer price should be 15 to 
20 percent on the selling price ac- 
cording to locality—but if ration- 
ing, whether voluntary or compul- 
sory, is to continue and become 
even more drastic, the association 
would ask that even this suggested 
margin be increased. 

The association also asks that 
‘if, as and when war economy shall 
compel the definite closing of cer- 
tain outlets, the owners or opera- 
tors who have their all invested 
either directly or indirectly in the 
station should not be the first vic- 
tims of such a policy.” 


You Can Sell Airplanes 


Because of slashes in new car allotments your profits for 1942 
will be less. A number of far sighted dealers are turning to air- 
plane sales to augment their income. There are many more of you 
that will want to take this step. As manufacturer of one of the 


most popular light planes with general public acceptance based 
on national advertising and national sales promotion, we invite 
correspondence from this group. 


Producing a quality product in the lowest price class, we are in- 
terested in adding a few aggressive and responsible persons to 
our dealer org anization. Many automobile dealers have found this 
change easy to make and most profitable. If interested, please 
tell us abou’ your organization in your first letter. Please reply 
Box 282, Autoi:iotive News, Detroit, Mich. 





Studebaker Fetes ‘Topper Club. . . 


HIGHSPOT of Studebaker Toppers Banquet 


the 
fligh 
Hoffman. K. B. Elliott, wine Breaiees 
resents bonus checks, while C. K. 


Wh 





last week in South Bend was 


resentation of awards by home office executives. Here one of the 60 rep: 
retail salesmen receives his Toppers’ emblem from President Paul G. 


in charge of sales, at extreme right, 
ittaker, president of Studebaker Pacific 


orp., gives each man a gift for his wife. 





TOPPERS tell how they did it . . . Divided into small groups, 
60 top retail salesmen were interviewed by executives in South 


Studebaker’s 
nd last week. 


Every phase of the automobile business was covered. The topic here is “parts 


and accessories.”’ 


In right foreground is Sales Manager C. S. Fletcher; at his 


right is K. B. Harlow of the Parts and Accessories division. 





ATLANTA, — (UTPS). — What 
might be termed a “program 
despite priorities” is being de- 
veloped by Mitchell Motors, well- 
known Atlanta automobile firm, in 
an effort to operate on a profit- 
making basis during the coming 
year. 

“To illustrate what we are up 
against,” says Roger C. Jones, who 
is sales manager of the company, 
“last year we had 750 new cars to 
sell. During the coming year, we 
have just been informed, we shall 
be alloted only 250 new cars. 


“As five salesmen can handle 
this number of cars in a year, we 
shall, of course, have to reduce our 
sales force. But, in so doing, we 
are going to keep the salesmen 
who have been with us longest, 
those who are not eligible or likely 
to be called into government serv- 
ice, and those who have been most 
valuable to us in our work. 


“Too many automobile dealers 
let their men go during the late 
depression—and had a serious time 
rebuilding their organizations when 
they needed men. While the situa- 
tion, thank goodness, is not identi- 
cal, it is similar in many respects, 
and we do not intend to break up 
our organization any more than 
we are compelled to because of 
present conditions. 


“Salaries will not be cut be- 
cause of necessarily reduced sales. 
We intend to maintain salaries and 
wages at their present levels and 
increase them if necessary for the 
men whom we continue to employ 
as salesmen. 

“To make up for lost revenue 
from the sale of new and used 
cars—for your stock of used cars 
is dependent, of course, upon what 
stocks of new automobiles you 
have—we intend to push work in 
our repair department more and 
make it pay a larger share of the 
overhead, which we have no way 
of cutting down. 

“If people cannot buy new cars, 
they will, of course, have to make 
use of their old ones, and must 
keep them in running condition— 
all of which means more repair 
work. 

“It is up to the automobile dealer 
to get more repair business, as we 
see it. 

“That’s the dark side. 

“Now, let’s see if there is not 
just a little bit of silver lining to 


Despite Priorities 
Atlanta Dealer Maps Program to Insure 
Profitable Operation During Crisis 


the cloud which seems to have 
settled over the retail automobile 
industry. 

“With fewer cars to sell, and 
under less pressure from the manu- 
facturer to sell new cars, the dealer 
can be a lot more ‘choosy’ about 
whom he sells an automobile. Al- 
ready we are turning down pros- 


Clearing House Plan 


Proves Aid to Defense 

CLEVELAND.—After ap- 
proval by the Production Sur- 
vey division of the Office of 
Production Management, the 
plan of the Weatherhead Co. 
here to act as a clearing house 
for aviation producers is well 
underway and is showing re- 
sults, A. J. Weatherhead, presi- 
dent of the fittings concern, an- 
nounced last week. 

Under the plan, leading air- 
craft producers now supply 
ee ee of fittings 

e Weatherhead company, 
who then informs those in im- 
mediate need of certain fittings, 
where surplus stocks exist. 


pects for automobiles who do not 
quite come up to standard from a 
credit standpoint, and we shall 
continue to do so during the com- 
ing year. 


“What customers the automobile 
dealer has left are not going to 
object to terms of 18 months and 
are going to be able to pay in- 
stallments promptly. Furthermore, 
the dealer is not going to have to 
offer the shirt off his back in a 
used car in order to sell a new one 
—he is going to be able to control 
this situation a lot more easily. 

“There is, thus, a bright as well 
as a dark side to the picture of the 
year ahead. 

“And if the dealer can make his 
shop and his parts department pay 
a higher percentage of the over- 
head, he will, I think, find that 
new conditions have their compen- 
sation in a better class of custom- 
ers, cleaner and lower used car 
stocks, and in the long run, better 
conditions generally throughout the 
industry.” 

In other words, Mitchell Motors 
is planning to play it safe and 
sane during the coming year. . 
and recommends to other dealers 
that they do likewise. 













GM Net Profit 
Easily Tops 1940 
In Third Quarter 


DETROIT.—General Motors 
Corp. last week reported third 
quarter net profit of $42,997,929, 
equal after dividend requirements 
on the preferred stock to 94 cents 
a share on the common stock, com- 
pared with $53,579,568, or $1.18 a 
share in the June quarter and $15,- 
597,030, or 31 cents a share in the 
September quarter last year. 


Provision for United States and 
foreign income and excess profits 
taxes in the third quarter amounted 
to $37,633,000, against $73,208,000 in 
the preceding quarter and $12,577,- 
000 in the third quarter last year. 


For the first nine months of this 
year net profit was $161,175,834, 
equal to $3.56 a common share, 
against $129,172,490, or $2.83 a share 
in the like period a year ago. 

This was after federal and for- 
eign income taxes of $83,717,000 and 
excess profits taxes of $122,276,000 
this year. No provision was made 
for excess profits taxes for the first 
nine months of 1940. 

Deliveries under defense con- 
tracts and orders from General 
Motors United States and Canadian 
plants during the third quarter 
amounted to $115,900,000 in contrast 
with $75,200,000 in the second quar- 


ter and $56,600,000 in the first 
quarter. 
Defense deliveries represented 


24.7 percent of total company sales 
in the September quarter. 


Studebaker Net 
Totals $702,304 
In Third Quarter 


SOUTH BEND.—The Studebaker 
Corp. reported last week consoli- 
dated net profit of $702,304 in the 
third quarter of this year, equal 
to 32 cents a share on the common 
stock, as compared to a net loss of 
$499,814 or 22 cents a share in the 
comparable period of 1940. For the 
first nine months of 1941 consoli- 
dated net profit was $2,016,180 or 
91 cents a share on the common 
stock as compared to $457,495 or 21 
cents a share in the first nine 
months of 1940. 


The company reported net work- 
ing capital of $15,437,296 at Sept. 
30, 1941. This is the highest total 
of working capital reported since 
the present corporation was organ- 
ized. The figure compares to $10,- 
297,491 a year ago. 

Factory sales for the quarter 
were 28,769 cars and trucks as com- 
pared to 19,748 a year ago. For the 
first nine months sales were 100,- 
279 as compared to 81,536 for the 
first nine months of 1940. Retail 
deliveries of cars and trucks for 
the quarter were 30,056 as com- 
pared to 22,852 for the third quar- 
ter 1940. For the first nine months 
the deliveries were 100,876 cars and 
trucks as compared to 76,860 in the 
first nine months of 1940. 

Studebaker is producing a sub- 
stantial daily output of 6-wheel 
drive trucks for the United States 
Government. The company has 
more export orders for trucks than 
it can immediately fill under the 
necessary restrictions on the use 
of critically needed materials. All 
possible speed is being made in the 
completion of three airplane engine 
plants for the government. These 
plants, which are being erected at 
a cost of $50,000,000, will begin op- 
eration with an initial order for 
$74,000,000 of aviation engines. 








Libbey-Owens Net 


TOLEDO.—Libbey-Owens-Ford Glass 
Co. had a net profit of $6,996,560, or 
$2.78 a share in the nine-month period 
ended Sept. 30, it was announced in a 
report to stockholders by John D. Big- 
gers, president. 
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Retail Sales Taxes Take $105,000,000 from Motorists 
Scovill Upped | um 2 Cities Now Levy 


Imposts to Aid Governments 


Scovill Upped 
By Studebaker 


SOUTH BEND.—C. S. Fletcher, 
sales manager, last week announced 
the appointment of M. M. Scovill 

cai to the post of re- 
le a gional manager 
of Studebaker’s 
St. Paul (Minne- 
sota) branch. T. 
F. Briody, pres- 
ent manager 
there, is being 
transferred to the 
home office at 
South Bend. 
wf Scovill, a 16- 
year Studebaker 
M. M. Scovill veteran, assumes 
his new post im- 
mediately. The St. Paul branch 
comprises Minnesota, North Dakota 
and parts of Wisconsin, Iowa, Mon- 
tana, South Dakota and Wyoming. 





For_a fresh automotive viewpoint, 
read George M. Slocum’s “A Word in 
Edgewise. 
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ARGENTINE DEPUTIES and their families, on tour of United States de- 
fense plants, visited Detroit last week to view the progress of the automotive 
i Shown above being Ss at the new Hudson Naval Ordnance 

lant, by 8. G. Baits, vice-president and potent manager of Hudson, are Raul 

monte Caborda and Armando G. Antille. Left to right are, A. C. Germann, 
Hudson export manager; Lieut. Don L. Clarke; Lieut. George Babson; I. B. 
oweett. . udson vice-president in charge of manufacturing; Baits, Antille 
and Ca a. 





i operation and maintenance of 
-- as aa rie Ford-built military equipment. 
eady to - AAFMY)/ ‘hese travelling service men have 
DEARBORN. — Factory trained | been given five to ten-week courses 
service experts are now available in| at the company’s expense in the 
every one of the Ford Motor Co.’s| Army Service School maintained at 
34 branches to aid the Army in| the Ford Rouge plant here. 





Now... FORTUNE 


reports on 


The Automobile 
Industry 


R many months the editors, writers, researchers and technicians of 
FORTUNE’s staff have been at work on the story of the Automobile 
Industry. And now—in FORTUNE for November—they are telling that story 
in some 25,000 fact-crammed words—in 45 photographs, drawings and 


diagrams—in five penetrating articles: 


WAR IS HORSEPOWER — the story of 
a revolution as portentous as the rise of 
the automobile itself: the conversion of 
Detroit’s massive production lines to 
war materiel. 


THE GAS-ENGINE UNION—the behind- 
the-scenes story of powerful United 
Automobile Workers, C.1.0.—where 
cleavage is a constant threat. 


THE INDUSTRY SHIFTS GEARS— what 


the change-over from passenger cars to 
armaments means in terms of men, 
money and materials. 


NO MORE AUTOMOBILES? — what a 
2,000,000 new-car year means to the 
motoring public. 


TROUBLE IN AUTOMOBILE ROW— 
what the 50% slash in new production 
means to the country’s 50,000 auto- 
mobile dealers. 


And in this same November issue, Fortune subscribers in Detroit 
will find at least four other articles of particular interest to them: 


The Man From Sears Goes To War—the story of 
Priorities Director Donald Nelson and how 
he is planning to tackle his tremendous task. 


The FORTUNE Quarterly Management Poll—in 
which'America’s business leaders record their 
opinions on the kind of world we will work in 
when another peace is signed. (The ballot on 
which this report is based was submitted in 
draft form to Mr. Alfred P. Sloan Jr., who 
made several valuable suggestions.) 


Coming Rulers Of The U.S.—in which James 
Burnham, author of one of the most discussed 
books of this year, The Managerial Revolution, 
presents specifically in terms of the U. S. his 
controversial thesis. 


“,.. And The Migrants Kept Coming”—26 paint- 
ings by Jacob Lawrence, young Negro artist, 
depicting the great Negro migrations from 
the South that in past years have affected so 
profoundly the labor situation in Detroit. 


ORTUNE for November is typical of the information FORTUNE is publish- 
ing each month—to help men in management understand more thoroughly 
the strange new political and economic world through which they now must 


guide their companies’ ways. 


kK Or tune The Magazine of Management 


TIME & LIFE BUILDING, 


ROCKEFELLER CENTER, 


NEW YORK 


By subscription: $10 a year 


24. States, 


Special to Automotive News 

NEW YORK.—Retail sales taxes 
levied by 24 states and two cities 
on automotive equipment and sup- 
plies cost motorists a total of $105,- 
000,000 last year. This revenue is 
additional to the $864,000,000 in gas- 
oline taxes and $475,000,000 ‘in reg- 
istration fees paid last year by mo- 
torists in all the 48 states. The 
sales tax figures do not include 
general sales tax collections on 
secondhand parts, repairs, servic- 
ing, etc. 

Unlike state gasoline taxes and 
registration fees, which in 1941 will 
reach a new high of about $1,425,- 
000,000, sales tax revenue from au- 
tomotive equipment and supplies is 
not used for highway purposes. 
Such sales tax revenue represents 
a part of the contribution of high- 
way users to defray the general 
costs of government. 


Only two states in 1932 levied 
general sales taxes, but by 1940 a 
total of 22 states had adopted such 
levies, and Maryland and Kentucky 
had adopted sales tax laws applic- 
able only to motor vehicles. In 
Kentucky new motor vehicles are 
taxed three percent of value, and 
in Maryland two percent of value. 

The two large municipalities 
levying general sales taxes are New 


Studebaker Aids 
OPM Drive with 
Junking Plan 


SOUTH BEND — A “junk the 
junker” drive, inaugurated by 
Studebaker months before “priori- 
ties” became a household word 
should prove a definite aid to the 
program of the Office of Produc- 
tion Management, according to C. 
S. Fletcher, Studebaker’s sales 
manager. OPM is campaigning to 
raise 1,000,000 tons of scrap iron 
and steel through the medium of 
wrecking worn-out automobiles. 

A survey conducted among 604 
Studebaker distributors and deal- 
ers, selected at random from all 
parts of the country, establishes 
the fact that, in a recent 60-day 
period, they sent a total of 2,607 
cars to the wreckers. On the basis 
of figures released by OPM, these 
junkers were equivalent to about 
1,955 tons of scrap iron and steel. 
Or, in the terms of finished pro- 
ducts, they equalled approxi- 
mately 2,600 light cannons or 130 
light tanks. 

“Studebaker dealers share our 
opinion that a worn-out car, or 
even a borderline car, is a poten- 
tial highway killer,” said Fletcher, 
“and, if a car is not worth recondi- 
tioning, it is better to junk it than 
to sell it for more money to a re- 
tail buyer, who almost automatic- 
ally, becomes a dissatisfied cus- 
tomer. 

“Now that our dealers have the 
added incentive of contributing to 
national defense,” added Fletcher, 
“we expect the ‘junking’ rate will 
be increased materially.” 










K. T. KELLER, 


York City and New Orleans. The 
1940 revenue from automotive 
equipment in New York City is 
estimated at $3,180,184. However, 
the tax in October, 1941, was re- 
duced from two percent to one per. 
cent. 

In New Orleans 1940 general sales 
tax revenue from automotive equip- 
ment is estimated at $246,006. When 
the state last year eliminated its 
one percent general sales levy, New 
Orleans jumped its rate from one 
to two percent. 


Trucks 


(Continued from Page 1) 


ucts, accounting for six percent of 
the total tonnage reported, showed 
a decrease of 7.8 percent under 
August, but held 36.3 percent over 
September, 1940. 

Movement of new automobiles 
and trucks constituted approxi- 
mately three percent of the total 
tonnage reported. Tonnage in this 
class showed a sharp increase of 
43.2 percent over August, when the 
carriers were hit hard by factory 
shutdowns for remodeling, but the 
volume still was 27.7 percent under 
that of September of last year. 


Haulers of iron and steel prod- 
ucts reported a little more than 
four percent of the total to 
The volume of these commodities 
decreased 11.8 percent under Aug- 
ust, but increased 6.3 percent over 
September, 1940. 


Almost six percent of the total 
tonnage reported was miscellaneous 
commodities, including tobacco, 
milk, textile products, building ma- 
terials, cement and _ household 
goods. Tonnage in this class in- 
creased 12.4 percent over August 
-_ 42.6 percent over September, 











Gabriel Names Briggs 
To Succeed Batterman 


CLEVELAND.—In a statement 
to shareholders, John J. Batterman 
last week announced his retirement 
as president of the Gabriel Co. 
shock absorber manufacturer. He 
had. held the position of chief ex- 
ecutive for the past seven years 
and now becomes chairman of the 
board, serving the company in an 
advisory capacity. John H. Briggs, | 
executive vice-president, succeeds 
him as president. 


The operating statement for the 
third quarter ending Sept. 20, 1941, 
subject to annual audit, showed a 
net profit of $71,361 after all taxes | 
and charges, compared with a net 
loss of $15,291 for the September | 
quarter, 1940. 


' 
' 


Bill Named 


DETROIT.—At a meeting of the | 
board of directors of the Greenfield | 
Tap and Die Corp., Harry L. Bill | 
of Dayton, O., was elected vice- | 
president and general manager to | 
succeed Howard M. Hubbard, re- | 
cently resigned. 


resident of Chrysler Corp., displays the first aluminum 
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Fair Profit for Dealers in Line with OPA Policy 





However, Retail Price«Packs’ 
Must Go, McCormick Asserts 


Special to Automotive News 

NEW YORK.—Use of “packs” to 
increase retail automobile prices 
will force the Office of Price Ad- 
ministration to set price ceilings, 
it was warned here last week by 
Cyrus McCormick, chief of the 
OPA automobile and truck sec- 
tion, who asserted he had reports 
that the practice of “packs” is 
spreading. 

Addressing metropolitan area 
dealers at a meeting held in the 
Roosevelt hotel under the com- 
bined auspices of the Automobile 
Merchants Assn. of New York, the 
Brooklyn and Long Island Auto- 
mobile Dealers Assn. and the New 
Jersey Automotive Trade Assn., 
McCormick declared there is noth- 
ing in OPA policy that can be con- 
strued as a prohibition to an auto- 
mobile dealer or company making 
a fair profit. 

If the margin of gross profit “re- 
mains at the same present modest 
percentage, I can see no reason for 
questioning it,” he said, explaining 
that the only aim of the OPA is to 
“seek to help you seek to guard 
against inflation.” 

Warning the dealers, however, 
that “if you put into your prices 
arbitrary amounts which you can- 
not justify, you individually will be 
contributing toward inflation,” Mc- 
Cormick added: 

“I understand that the practice 
of putting a ‘pack’ into the retail 
price of automobiles arose to give 
the dealer more room in which to 
trade. Very seldom would the 
dealer ever retain any of the ‘pack’ 
as profit, but it was probably to 
give him trade-in allowances. OPA 
believes that dealers are entitled 
to their contracted-for profit. 
Needless to say, I disapprove of 
all ‘packs’ insofar as they repre- 
sent an addition to price of unreal 
value. 

“Furthermore, the ‘pack’ has in 
the last few weeks assumed im- 
portance in the competitive field 
and is furnishing a very danger- 
ous element in the business of sell- 
ing automobiles. 


“It may not be dangerous for 
dealer A to determine that he has 
the ability to sell cars for $25 
more or that he is more able to 
give enlarged trade-in allowances 
if his prices are enhanced by $25. 


Collyer Predicts 
°41 Tire Sales Will 
Hit 12-Year Peak 


AKRON. — Tire sales in 1941, 
based on the current level of tire 
sales, will be the largest since 1929, 
John L. Collyer, president of the 
B. F. Goodrich Co., declared last 
week, 


During the first nine months of 
1941, the industry shipped 53,660,288 
tires, an increase of 24 percent over 
the same period last year, with 
gains being in the replacement 
market as well as original equip- 
ment and export sales. 

The heavy shipments indicate the 
rubber industry in 1941 is satisfy- 
ing the increasing demands of 
American consumers for tires as 
well as other rubber products, 
Collyer points out. Mounting de- 
fense requirements for rubber 
goods have not affected the quality 
of the tires so essential to motor 
transportation and private car use, 
he said. 

Today the United States has more 
rubber on hand and afloat than 
ever before. The government’s rub- 
ber conservation program, restrict- 
ing consumption by 27 percent for 
the final half of 1941 as compared 
with the first half of 1941, however, 
was necessary because 97 percent 
of our nation’s rubber comes from 
the Far East which is now in a 
precarious situation as far as the 
war is concerned and future rub- 
ber imports are thus uncertain. 


On the subject of tire quality, he 
said that new methods and tech- 
nique have been developed that 
during the past five years have 
lengthened tire mileage life by 5 
percent per year. 


For whatever the reason he puts 
$25 into his price he sells his cars 
—but it is not only just that. Dealer 
B hears about the transaction, be- 
lieves that dealer A will be able to 
out-trade him and himself puts 
into his price a ‘pack’ of $50. An 
unhealthy spiral is then started 
and it continues when dealers C 
and D hear about this wealthy 
mine of ‘packs’ and themselves 
soak their prices to the extent of 
$75 and $100. It has been reported 
to me that this practice is spread- 
ing widely over the United States. 


“If it continues, I can assure you 
that its effect will be inflationary. 
Therefore, OPA can have only one 
attitude toward the retail price of 
automobiles increased by ‘packs.’ 
We will be compelled to set price 
ceilings on the retail price of auto- 
mobiles. 


“If we do so, I assure that we 





1942 PLYMOUTH Convertible Coupe, built on Special Deluxe chassis, with 
ois 117-inch wheelbase. Greater lowness and width are emphasized. There is a 

der rear seat. The lower floor, ona —, the running boards, gives more leg 
room in both front and rear com — Pleated red leather upholstery is 
standard, and the power-operated top ~—¥ in tan or black. 


object if this has to be done. We 
believe it to be our duty not only 
to preserve this country from pres- 


hope we will not interfere with 
your making a legitimate profit. 
We may curtail the freedom with 
which you give trade-in allowances 
for used cars. If so, we will only 
be contributing to your own finan- 
cial well-being. I trust you will not 


your better selves’ in order to help 
you preserve your businesses for 
you in the future.” 


(969)—13 


Boyd Named 
API President 


NEW YORK.—William R. Boyd 
jr., executive vice-president of the 
American Petroleum Institute since 
1929, was advanced to the presi- 
dency last week at a meeting of 
its executive committee to fill out 
the unexpired term of Axtell J. 
Byles, who died Sept. 28. 

A native of Texas, Boyd joined 
the API staff in 1920, shortly after 
its formation, as assistant general 
secretary and counsel. In 1934 he 
was named ehairman of the board 
of review under the NRA petro- 
leum code. 

Election of a president for the 
coming year is included among ac- 
tion scheduled for the API annual 
meeting in San Francisco Nov. 3-7. 
A movement is now under way in 
the industry to urge the selection 


ent inflation but to ‘remind you of | term 


of Boyd to fill the office for that 
Fo f 

r as, resh automotive, vies cypoint. 
Edgewise. 





RUBBER 


greatest ally of defense 


Rubber keeps battle fleets afloat! 


Back of the big guns is rubber .. . rubber hose, rubber gaskets, 
rubber insulated wires and cables, rubber cushions for delicate 
instruments, rubber life rafts, rubber deck cleats for safer foot- 
ing, rubber propeller shaft coverings, rubber gun mountings, 
rubber expansion joints and thousands of other rubber items 


vital to fleet operations. 





“all out” defense. 


Here’s the way U. 


OFFICIAL U. &. NAVY PHOTO 
' free “Four 
| Vital Spots” 
| book sup- 
plies impor- 
tant facts on 
the care and 
use of tires. 


OFFICIAL Us &. NAVY PHOTO 


help Rubber Conservation 


The U. S. Dealers TIRE 
CONSERVATION PLAN 
» offers motorists Priority 
\ Service on all safe 
\ methods of making 

| tires last longer. 


QUALITY TIRES CONSERVE RUBBER FOR 
DEFENSE...SAVE MONEY FOR CAR OWNERS 















Rubber keeps 
air fleets aloft! 


Self-sealing rubber gasoline tanks, self-sealing rubber 
gasoline and oil hose, molded rubber parts, rubber 
vibration-absorbing mountings, rubber insulated wires 
and cables, rubber refueling hose, rubber stratosphere 
suits keep our Army and Navy air fleets ready for . 


S. Dealers 



















The 





A FEW OF THE MANY DEFENSE PRODUCTS MADE BY THE WORLD’S LARGEST PRODUCER OF RUBBER 
Tires for trucks, guns and | Linen and rubber firehose | Movided airplane parts Special synthetic sponge | Searchlight cables 
airplanes Gas and oil hose Rubber boots matting for submarines | Military oate'e suit 
Bullet- hi tanks for A toil and landi *" 
oo s Water-repelient materials | Aviation boots irplane tail a ng — “Laste 


Bullet-sealing tire tube 
Bullet-sealing fuel hose 


Rubber lifesaving suit 


Military and naval rain- 
coats of all kinds 


Officer’s uniform, 


Battleship fire control 
cables made with “Lastex*” 


Cushions for guns, Army 


Rubber expansion joints tanks, seats, etc 


yern 

,, 

Airplane refueling hose Lighting wire for naval use Gunner's eyepiece Army anh Chet titan 

Army gas_mask carrier | Diver's suit of laminated | Sv" platform matting Aviator’s summer hel- made with 

Field telephone wire rubber Cleats of cellular rubber mets made with “Lestex*” yarn 

Flame-repellent fabrics of | Rubber-lined aircraft bat- | _ for destroyer decks Lastex*" Asseult wire forthe Signal 
“Asbeston tery case Tank pads of “Koyalon” | Parachute jumper’s shoes REG. U. 8, PAT. OFF. 





UNITED STATES RUBBER COMPANY 


6600 East Jefferson Avenue, Detroit, Mich. 
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ATA Warned of U.S. Control Over Transportation 


‘Don’t Provide the Need,’ 
Rodgers Pleads at Conclave 


(Continued from Page 1) 


measure, “upon the willingness of 
truck operators to make the sacri- 
fices which they undoubtedly will 
be called upon to make,” Rodgers 
declared, there also are “some fac- 
tors bearing upon our capacity to 
handle the tremendous volume of 
freight that must be moved over 
the highways, over which we have 
little control. 


“One of these factors,” he said, 
“is the availability of new rolling 
stock to replace wornout vehicles 
and to supplement truck fleets that 
are unable to absorb greatly in- 
creased business. A few months 
ago, when the defense authorities 
announced there would be drastic 
cuts in production of all motor ve- 
hicles for commercial use, our 
chances of obtaining the necessary 
equipment appeared slim indeed. 
The echo of this staggering an- 
nouncement scarcely had _ died, 
however, before your national asso- 
ciation and other allied organiza- 
tions launched a vigorous effort to 
prove the folly of any move that 
would seriously cripple the opera- 
tions of commercial carriers. 

“The success of our combiined 
' efforts must be known by this time 
throughout the industry. In order 
to assure commercial motor car- 
riers an adequate supply of new 
equipment and replacement parts, 
truck manufacturers were given an 
A-3 priorities rating, the same as 
the railroads, to enable them to get 


riers themselves were given an A- 
10 rating, entitling them to any 
parts essential for the operation of 
equipment. 

“The present system of priorities 
has been scheduled to expire at the 
end of this year, and indications 
are that radical changes will be 
made in the setup for 1942. I am 
unable to tell you what the nature 
of these changes will be if they are 
made, but I am reasonably confi- 
dent the authorities, will continue 
to recognize the important role of 
our industry and act accordingly.” 


Declaring that “one of the 
notable results of this emergency, 
as far as we are concerned, has 
been the awakening of public offi- 
cials and the public generally to 
the fact that the trucking industry 





Winners in ATA’s annual 
“Roadeo” will be found on page 16. 


is a key part of the nation’s trans- 
portation system and should be en- 
couraged and assisted,” Rodgers 
noted that no restrictions had been 
placed on sales to commercial car- 
riers during the recent Eastern 
gasoline curfew, and expressed 
confidence that should future de- 
velopments bring a real gasoline 
shortage and strict rationing, the 
government will see to it that com- 
mercial motor carriers get ade- 
quate supplies. 

As further evidence of the more 


the materials necessary for produc-| favorable attitude toward the 
tion of new vehicles and acces-| trucking industry, Rodgers pointed 
sories. At the same time, the car-! out that “phenomenal strides” have 


en ee emeree ebsites we. 0 


When the need for hypoid axles came 
into being automobile manufacturers 
called in The Timken Roller Bearing 
Company to solve what was soon recog- 
nized as a really difficult bearing appli- 


been made during the current year 
in the drive to put an end to op- 
pressive legislation designed to 
thwart the industry’s development. 

“Eighteen states,” he noted, “ap- 
proved bills liberalizing their size 
and weight requirements. Texas, 
which had harbored a vicious 7,000- 
pound payload limit for a decade, 
came through with a scientific 
weight law permitting a gross of 
38,000 pounds. 
states, however, turned down legis- 
lation proposing to liberalize size 
and weight restrictions. But 1942 
will be another year, and our drive 
against trade barriers will continue 
unabated. 


“Motor carriers of petroleum and 
automobiles, against whom the op- 
position seems to have directed its 
biggest guns, were forced to com- 
bat many bills calculated to cripple 
their operations. I am happy to re- 
port that these measures failed to 
hit their mark. Fourteen states 
considered and rejected legislation 
to prohibit car-over-cab or double- 
deck operations by automobile 
transporters. South Carolina turned 
down a bill to ban towing of new 
automobiles, and Pennsylvania de- 
ferred until 1944 its prohibition 
against car-over-cab hauling. 


“West Virginia, unfortunately, 
refused to repeal its law barring 
double-deck transports. Fourteen 
states rejected bills which would 
have limited the gallonage trans- 
ported by gasoline tank trucks. In 
10 states proposals to prohibit op- 
eration of trucks on week-ends and 
holidays failed of passage. 

“One of the outstanding develop- 
ments of 1941 has been the trend 
toward increased truck reciprocity 
among states. Seventeen states en- 
acted legislation providing for reci- 
procity or liberalizing reciprocity 


THEY CALLED IN TIMKEN — 
AND IT WASN'T LONG ‘TIL 
THE HYPOID AXLE WORKED 





cation problem. Furthermore, it was 


necessary to greatly improve bearing 
surface finishes before this bearing ap- 
plication could be a success. In collab- 
oration with a prominent university we 
developed the profilograph, which is 
capable of measuring surface finishes to 


one-millionth of an inch. 


could for the first time measure sur- 
face irregularities accurately we soon 
developed a finer surface finish than had 
ever been visualized and which was 
absolutely necessary for hypoid appli- 
cations. Then after a series of tests 


Because we 


to definitely determine the most satis- 
factory combination of bearing sizes, 
taper angles and other points, Timken 
engineers came up with their answer 
—and it worked. , 


Timken Bearings, plus our knowledge 
in applying them, prevent upward, side- 
wise and lateral displacement of the 
pinion, and upward and sidewise dis- 
placement of the ring gear beyond the 
limits permitted by good axle design. 
Timken Bearings in hypoid applications 
assure rigid gear mountings, preserva- 
tion of predetermined tooth pattern and 
quiet running gears at all times. Call 
on us to discuss your hypoid bearing 
problems; you will find we know what 
we are talking about. 


TW TIMKEN ROLLER BEARIG 60. ANTON TIMKEN 


TRADE-MARK REG. U. &. PAT. OFF. 


TAPERED ROLLER BEARINGS 


Fourteen other| * 





MORE THAN a million descendants 
of the Hevea Braziliensis Family are 
on the last leg of their journey to the 
home of their ancestors, who left their 
native heath 50 years ago and wan- 


dered around the world. They are 
rubber seeds going to Brazil from _ the 
Firestone Plantations in Liberia, West 
Africa. Their departure was marked 
by a ceremony at the pier and a 
luncheon on the SS Brazil in New 
York City recently when Harvey S. 
Firestone jr. (right), presented the 
shipment to Dr. E. W. Brandes of the 
Bureau of Plant Industry of the U. S. 
department of agriculture. 


statutes already in effect, and two 
states turned cold shoulders to ef- 
forts to have them restrict applica- 
tion of their reciprocal agreements. 
The National Association of Rail- 
road and Public Utility Commis- 
sioners, for the first time in its his- 
tory, adopted a resolution urging 
greater truck reciprocity, and the 
American Assn. of Motor Vehicle 
Administrators went all-out for 
reciprocity with the strongest reso- 
lution on the question ever ap- 
proved by that influential group.” 

Most pressing problem of the in- 
dustry at this time, Rodgers said, 
“is the rising cost of doing busi- 
ness. True, the industry’s freight 
volume is the greatest in history. 
Truck loadings are running from 
30 to 35 percent ahead of last year. 
Naturally, the gross revenue of the 
industry has increased, too, but in- 
creased revenues are not keeping 
pace with rising expenses. Taxes, 
labor costs, and prices of essential 
materials are skyrocketing. There 
are many instances where _in- 
creased business, instead of broad- 
ening the industry’s already nar- 
row spread between income and 
expenses, actually has narrowed the 
gap to the point where a large 
number of carriers fear for their 
future solvency.” 


Warns of Breakdowns 

United States Public Roads Com- 
missioner Thomas H. MacDonald 
told the convention that the real 
test of transportation facilities is 
still ahead for this country, and to 
meet this trial of resources, traffic 
should not be allowed to place 
causeload strains on highways 
which might cause breakdowns of 
routes. With the industrial output 
this year expected to set a new rec- 
ord, he warned of a transportation 
shortage which may become acute 
next year. 

The truck fleet operators were 
warned by another convention 
speaker, Errol J. Gay, commercial 
fleet engineer with Ethyl Gasoline 
Corp., to get maximum mileage 
from every gallon of gasoline be- 
cause fuel rationing may be in the 
offing. 

“The maintenance of maximum 
fuel economy,” he said, “is not a 
complex or particularly difficult 
problem. It consists of a number 
of details, each small in itself. but 
each contributing to the final re- 
sult. Normal inspection and pre- 
ventive maintenance practices are 
an important part of fuel economy, 
since consumption can be affected 
by many things aside from the 
carburetor and ignition systems. 

Big Personnel Problem 

“The personnel problem also is 
difficult. The training of specialized 
men is almost out of the question; 
therefore, simple and fundamental 
rules for maintaining good fuel 
economy must be used by the av- 
erage shop crew. 

“The impact of the defense pro- 
gram has brought about an almost 
revolutionary change in the out- 
look as to operating methods in the 
trucking industry,” John V. Law- 
rence, general manager of ATA, 
declared. “First of all, we have in- 
creased and ever-increasing gov- 





ernment tonnage moving by truck, 
The bulk of it, of course, is Army 
supplies, but traffic of all kinds igs 
increasing. 

“While Army assignments serve 
to dramatize the trucking indus- 
try’s defense contribution, they 
represent a relatively small part of 
it. The great bulk of defense traffic 
consists not of Army impedimenta 
but of the thousands of commo- 
dities and products that fit into an 
all-out defense program. 

Lighter Equipment Seen 

“T think the production situation 
should improve, and I believe this 
is particularly true in the case of 
the heavy trucks. Nevertheless, 
carriers may have to purchase 
lighter equipment than they have 
been accustomed to, possibly in- 
creasing brake sizes and tire sizes 
to pull the loads. We must realize 
that we have an all-out defense 
program. While we prefer a par- 
ticular make or model, we may 
have to take what we can get and 
get along with it.” 

The truckmen were urged by D. 
L. Sutherland, general chairman of 
the convention, to make one truck 
do the work of two as a means of 
meeting anticipated difficulties in 
obtaining equipment and to head 
off the possible issuance of prior- 
ity orders to cover freight move- 
ments. He told the operators “not 
to pick and choose and leave the 
less-desirable tonnage for someone 
else” and pleaded with them to do 
all in their power to prevent a 
transportation collapse. 

Selective service, the lure of jobs 
with better hours and considerable 
overtime pay in defense plants, to- 
gether with a sharp upturn in mo- 
tor freight volume, have combined 
to bring an acute shortage of 
trained personnel in the trucking 
industry, the convention was in- 
formed by Charles G. Morgan jr., 
manager of the ATA division of 
operations. Enforced driver re- 
placements, he said, have lowered 
the standard of skill in virtually 
every section of the country, with 
a similar situation existing insofar 
as mechanics are concerned. 


Expects More Accidents 

“With all of these new drivers 
coming into the industry and an 
even larger turnover of mechanical 
personnel,” Morgan said, “we can 
expect but one result—more acci- 
dents. For the country as a whole, 
the old regular drivers had an ac- 
cident frequency of .37 per driver 
during the year, while the new and 
extra drivers had a frequency of 
.82 accidents, or 2.2 times as many.” 

Following Morgan’s address, 
other speakers dealt with various 
phases of the personnel problem 
and there was a round-table dis- 
cussion. 

Declaring that leasing of equip- 
ment by motor carriers is regarded 
with suspicion by the Interstate 
Commerce Commission, Jack Gar- 
rett Scott, chief of that body’s law 
and enforcement section, empha- 
sized that many evasions of the 
law had been discovered in these 
transactions and that haulage was 
made over routes where legal right 
did not exist. Interchange of equip- 
ment between carriers is recog- 
nized as necessary for economy and 
efficiency, he said, but the lessee 
must exercise absolute control over 
the vehicles. 


Britain Gives Warning 

Speaking from London by radio, 
the head of the motor transport 
industry in Britain warned that re- 
strictions placed on trucking are 
extremely dangerous in war-time 
and may sabotage defense efforts. 

“Every restriction increases the 
danger in war-time,” said Major 
H. E. Crawfurd, head of the Asso- 
ciated Road Operators, Ltd. “Every 
dollar spent on good roads, partic- 
ularly in dock areas, is as good as 
a dollar spent on battleships.” 

To shed some light on substitute 
materials which may follow in the 
truck field if priority ratings are 
changed, the extent to which auto- 
mobile manufacturers have sub- 
stituted other materials for parts 
made of aluminum, copper, brass, 
cork, rubber and other strategic 
defense commodities was revealed 
by Russell G. Riley, sales and serv- 
ice engineer, Thompson Products, 
Inc., in making public at the ATA 
convention the findings of a sur- 
vey of five leading automobile pro- 
ducers. 
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Plenty of Action is Noted 
On Output, Prices, Time Sales 


(Continued from Page 2) 


it that new car production would 
be wholly eliminated, and while in- 
formation at association headquar- 
ters did not indicate that such a 
drastic step would be taken, it be- 
came clearly apparent that a very 
severe curtailment would be or- 
dered. 


* * 


Quotas Held Firm 

Hence requests were sent to all 
states for dealers to make Wash- 
ington contacts and point out the 
necessity, in the interest of trans- 
portation arrangements, for mak- 
ing the cuts as small as possible. 
Curtailments were held at approxi- 
mately the same percentage as 
those for December and this was 
generally regarded as satisfactory. 
One prominent factory official who 
was familiar with the inside work- 
ings of the national situation de- 
clared that the “intelligent and 
effective work of the NADA in 
Washington” had prevented a more 
drastic reduction. 

It is only fair to point out that 
defense program demands are in- 
creasing rapidly, and dealers 
should not expect the impossible 
from association representatives in 
curtailment matters. Very properly 
NADA representatives are not go- 
ing to insist on dealer desires tak- 
ing precedence over proven de- 
fense needs. Further cuts are com- 
ing, of course. Association officials 
believe that a rate of 25 to 30 per- 
cent production for the months 
from February to August, com- 
pared to the same months for 1941, 
is quite probable. 

When this or a more drastic 
cut comes, dealers must realize 
that they were inevitable and 
were not due in any way to the 
failure of the Washington office 
to be actively on the job. There 
are just some things that it won’t 
be possible to do in Washington 
in the next few months, and one 
of them is to get a larger pro- 
duction quota than the defense 
needs of the country warrant. 

A very close relationship has 
been established between NADA 
| and the Office of Price Administra- 

tion. This has been due in great 
part to the presence of Cyrus Mc- 
| Cormick and Joe Roberts in the 
Leon Henderson organization. 
| These men, who from the first have 

cooperated with NADA officials, 
have been most sympathetic to the 
| needs and troubles of automobile 
| dealers. Efforts are being made 
| with this group to establish accep- 
| tance of the fact that the solvency 
| of the dealer depends as much up- 
on the profit he is permitted on 
each transaction, as it does on the 
number of cars he is permitted to 
receive. It follows then that it is 
essential to recognize that the 
dealer is entitled to receive a high 
| Per unit profit because of current 
curtailment. Those in close contact 
with the situation believe that 
headway is being made in getting 
| acceptance of fhese basic trends. 


| Close Cooperation 


Close and cordial cooperation has 
marked the dealings between the 
NADA and the Federal Reserve 
Board, which has charge of install- 
ment-selling problems. Association 
representatives have been in al- 
most daily contact with FRB rep- 
| Tesentatives for months and in- 
variably have been invited to at- 
tend, and have attended, every 
formal conference held for consid- 
eration of amendments to the reg- 
ulations. A recent amendment, 
adopted by the FRB at the sugges- 
tion of NADA which will become 
| effective Dec. 1, provides for the 
| extension of special privileges to 

farmers who have difficulty in 
meeting monthly payments. Gen- 
| eral Counsel Bishop also has made 
& complete digest of regulations 
covering installment selling, in ques- 
tion and answer form, and copies 
are to be sent to all members. In- 
dicative of the type of cooperation 
the FRB is giving the association, 
the technical staff of the FRB has 
advised on various matters in- 
cluded in the booklet. 

A problem of great concern to 


the dealers, on which the NADA 
is now working, is the govern- 
ment proposal to ration cars to 
buyers who need them most. 
General government conviction 
seems to be that demands will so 
far exceed supplies that ration- 
ing will be imperative. Associa- 
tion representatives are endeav- 
oring to point out to government 
officials that equitable distribu- 
tion from manufacturer to dealer 
is going to be necessary if the 
greatest number of dealers are 
to remain solvent. 
eee 


On Price Control 


This question still is an open one, 
and hope is expressed that no dras- 
tic rationing will take place soon. 
At least the NADA office is going 


to do its best to prevent such an 
unwise step. 

Just what is going to eventuate 
in the price-control legislation is 
highly problematical. As this is 
written the House committee, after 
a long period of hearings featured 
by the almost daily appearance of 
Price Administrator Henderson, is 
about to report a bill. This measure 
can contain provisions of serious 
import to dealers. Looking to this, 
the NADA, through many of its 
friends in Congress, has endeav- 
ored to develop in the hearings the 
effects of every possible angle of 
administrator control. The better 
part of several days was devoted to 
questioning Henderson on matters 
of vital importance to dealers in 
case the bill became effective. It is 
fair to say that Henderson an- 
swered all questions without eva- 
sion. 

This experience with the Price 
Administrator and every other ex- 
perience with him and his assis- 
tants have led NADA officials to 
believe that all of the Henderson 


do its job honestly and fairly. 
NADA officials recognize the grav- 
ity of the problem confronting 
Henderson and his associates and 
are trying to cooperate with them 
and at the same time get the fair- 
est possible deal for dealers. 


An earnest effort is being made 
to acquaint everyone on all fronts 
with dealer problems and his im- 
portance in the national picture. To 
this end, the St.‘ Clair Service is 
devoting itself, under the immedi- 
ate direction of Cargile. Every legi- 
timate publicity channel, such as 
newspapers, the radio, booklets, 
and such like, is being utilized to 
tell the dealer story. A special ef- 
fort is being made to emphasize 
the necessity uses of the automo- 
bile in the daily life of the nation, 
the importance of the dealer as an 
employer, a taxpayer and a good 
citizen generally, and also his place 
and the place of the motor car in 
the defense picture. 

* * * 


Informing the Public 


released had to do with the dealer 
as an employer of labor. A series 
of 48 stories was prepared and they 
proved of such keen interest that 
a national press service gladly dis- 
tributed them. Thousands of inches 
of constructive, educational mate- 
rial was published as a result. One 
of the exhibits in the Washington 
office today shows some 2,600 
inches of clippings from every 
state in the union devoted to this 
article. Other releases are being 
made on the place of the motor 
car in rural and small town life. 
Another release deals with the car 
in defense industries, in which éf- 
fort the Aeronautical Chamber of 
Commerce is cooperating. 

The attack on the problem of 
showing the necessity uses of the 
automobile is and will be a broad 
one. Unfortunately there still exists 
to considerable extent in Washing- 
ton official circles and elsewhere 
the idea that the automobile is just 
a luxury. It is imperative that this 
mistaken notion be refuted, and 


group is endeavoring sincerely to| One of the first news articles| that is being done. 


ROTARY DOOR LATCH 


Designed, developed and brought to production methods ... by Hancock . . . this 
convenience and safety device is widely used. Let Hancock originate for you. 


HANCOCK MANUFACTURING CO., JACKSON, MICHIGAN 
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ATA Roadeo 
Winners 





NEW YORK.— Winners in the 
fifth annual “Roadeo,” staged last 
week by American Trucking Assns. 
in Madison Square Garden before 
15,000 persons, are as follows: 

Straight Truck Class — First, 
Charles Goins, Indianapolis, driv- 
ing an International; Second, Paul 
C. Hoover, Pratt, Kans., driving an 
International; Third, Patrick 
Weekly, Detroit, driving a White. 

Tractor Semi-Trailer Class— 
First, Bud Vandiver, Denver, driv- 
ing an _ International - Fruehauf; 
Second, Edson Smith, Detroit, driv- 
ing a Mack-Fruehauf; Third, 
Thomas Doyle, Atlanta, driving a 
White-Fruehauf. 

James Thayer, of Flint, Mich., 
won the transport loading-unload- 
ing contest. 

To feel the pulse of the industry, 


consistent reading of Automotive News 
is a necessity. 
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eattle Decision Held Blow to Fair Sales Laws 
Price, Cost Surveys Seen 


Having No Effect in Future 


SEATTLE.—A blow to the so-|Pacific Tea Co. Violation of th 





called California type of fair sales 
law which may well have the prac- 
tical effect of invalidating efforts 
to set uniform “selling costs” for 
retailers under such legislation was 
dealt recently by a decision by the 
King county Superior Court at 
Seattle. 

Proceeding under a Washington 
state law, of the California type, 
providing that retailers may not 
sell any product below the selling 
cost as determined by industry 
surveys, state prosecutors brought 
suit against the Great Atlantic and 
Se cee ine aninaeiceniieseeiaanaaaaac 





IN HIS ONE-DAY tour of Detroit defense plants last week, the Duke of 

Windsor is shown above at Cadillac inopestas aircraft crankshafts with C. E. 

Wilson, president of General Motors, and Nicholas peereees general manager 

of Cadiliae, where these parts are being turned out for Allison airplane engines. 

— oo pent, Capt. Vyvian Drury, aide to the Duke; Wilson, Windsor and 
reys " 


Ownership Change 


GREAT FALLS ont.—Purchase of 
the interest of Frank Tieljen in the 


Fram Promotes Gunn 
E. PROVIDENCE, R. I.—Fram Corp. 
announced th 


Tieljen-Schroeder Motor Co. here was 
announced last week and the firm will 
hereafter known as the Schroeder- 
Olds Motor Co. 


f Racine division of Nash Motors an 
chief engineer of Packard Motor Car 
0. 
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ADVERTISING 


AMONG 
ALL 
NEWSPAPERS 


Six or Seven Day 


This year, and for several years, 
the Buffalo Evening News, a six- 
day newspaper, is publishing more 
automotive advertising than any 
other newspaper, six- or seven-day 
issues ... proof of productive 
coverage of an outstanding auto- 
motive market. If the product is in 
the automotive group, the News 


ean sell it. 


Out of 10 Buffalo Families Read the News 


BUFFALO EVENING NEWS 


Edward H. Butler, Editor and Publisher 


Buffalo’s Only Evening Newspaper 


NEW YORK 


CHICAGO 


KELLY-SMITH CO., National Representatives 


PHILADELPHIA DETROIT BOSTON ATLANTA SAN FRANCISCO 











statute was charged in the instang 
of cigarettes, which, it was alleged 
A&P was selling at prices belo 
the sum of its purchase cost plu 
the pre-determined selling cost 
The A&P contended it was not sell. 
ing below its own selling cost anj 
offered exhaustive data in suppor 
of this contention. 


It was ruled by the court that 
since the A&P had not sold tt 
cigarettes at less than purchs 
price plus its selling cost, it could 
not be held in violation of the law 
The court held cost to mean th 
cost of selling the particular com. 
modity, and not the cost of se 
all commodities carried by th 
store. 


Practical effect of the decision 


moss nee eet Ear 
. Gunn ion oO} = 
oeer Gunn was formerly chief engineer|in the opinion of observers, wa 


that prices determined by survey; 
conducted by trade association 
would have no further effect. 


Since the Seattle decision is heli 
to invalidate the effectiveness of 
the cost figures determined by th 
surveys, observers interpret its ef. 
fect as being to permit retailers ty 
sell at any figure which they ca 
justify from their own cost figures 


UAW Discipline 
Held Vital in 
Shift to Defense 


NEW YORK, — Primarily upon 
the ability of the UAW-CIO to 
discipline itself rests the automo- 
tive industry’s chances of shifting 
production facilities to defense 
work without widespread unem- 
ployment and shutdowns, Fortune 
magazine declares in its November 
issue, which devotes four separate 
articles to the crisis facing auto- 
mobile companies and dealers as a 
result of priorities rulings cutting 
passenger car production. 

The other articles, in addition 
the “Gas Engine Union” story, are: 
“War Is Horsepower’—an a 
praisal of the major production 
problems which must be solved as 
the industry changes over to handle 

increasing defense orders. 

“No More Automobiles?”—what) 
a 50 percent curtailment in passen| 
ger car output is going to mean to 
— the factories and dealers it) 






; 


“Trouble In Automobile Row”— 
closeup study of the dealers in 
Astoria, Ore., and how the changes) 
in the industry are reflected in this) 
sampling of the country’s 44,00 
dealers. i 

Citing Ford’s capitulation to the) 
union as “pretty good evidence that: 
agreement with UAW is necessary) 
if defense production is to get on, 
Fortune states: ; 

“Properly directed, UAW cat 
hold men together in an emergency. 
It can be made a great force for 
morale. It has regularized many 
phases of production; its shop 
stewards, who take up_ worker) 
grievances on the factory floor, cat! 
smooth things as no company| 
union could ever succeed in smooth-! 
ing them. 

“Unfortunately, just when it 
should be proving its ability to live 
and grow within the law as al 
earnest of its patriotism, UAW has’ 
found itself bedeviled with the law 
lessness that seems inseparable’ 
from interunion raiding. It has als 
found itself bedeviled on another 
level, with wildcat strikes it 
Briggs and Chrysler. 

“Inasmuch as UAW owes its ver 
origin to the cry of thousands fot 
justice, this introduces a singul 
irony into the situation. The U. § 
corporation is bound by its papers! 
of incorporation, by the Sherma! 
Act, the Federal Trade Commissio., 
and SEC, which is as it should bt 
in a democracy where every mal 
has a right to equality before the 
law. But here we have labor, it 
effect, claiming a special status it 
the name of its ‘sacred cause.’ 

“It had better not claim that 
special status. For such a claim 
only provokes the cynicism thal 
corrodes and kills democracy. 
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the 4th Dimension 
Creating New Customers; 


Post Rates Boosted 
By Pete Wemhoff 


Initiative 

Through the leadership of the ad- 
vertising profession, American busi- 
ness should take the initiative now 
in figuring out how to create new 
groups of customers in the post- 
war world as efficiently as business 
in the past has been able to create 
more goods than people had money 
to buy, it was declared by Carroll 
L. Wilson, director of the Bureau 
of Foreign and Domestic Com- 
merce, in addressing the seventh 
annual convention of the Pacific 
Coast Council of the American 
Assn. of Advertising Agencies last 
week at Del Monte, Calif. 


As a first step in the essential 
program of creating customers, 
Wilson cautioned the advertisers 
against a fear of change from 
present commercial practices. 
“This land has always been a 
land of change,” he declared. 
“Most of our present commercial 
practices are no older than the 
Psalmist’s three score years and 
ten, and in all the changes that 
have swept the face of American 
life we find no sign of decay, 
only the recent pallidness of fear. 


“The advertising profession’s 
place in the post-war economy will 
be to produce not only more, but 
better advertising than this nation 
has seen before. Advertising that 
not only makes more people want 
more of a particular product, but 
advertising that makes people want 
more and more products.” 


Upped 

Saturday Evening Post and 
Ladies Home Journal have upped 
advertising rates. Post’s new sked 
is as follows: 





8,000 8,500 
+++ 15,000 _ 15,500 

Setup for Ladies Home Journal 
is as follows: 


Scabeseicinedaae® i ,200 
15,000 15,750 

No change in rates of the Country 
Gentleman, also published by Cur- 
tis Pub. Co., is contemplated at 
present, it is announced. 


| Firm 


Good Housekeeping will main- 
tain present advertising rates for 
the first six months of 1942 and 


| All-Fluid Drive 


Now Placed in 
92% of Dodges 


DETROIT—An apt illustration of 
the popularity of All-Fluid drive by 
Dodge owners is given by Forest H. 
Akers, Dodge vice-president and 
director of sales, in a recent survey 
of the percentage of new Dodges 
sold with Fluid drive. 

“In September last year, when 
our All-Fluid drive had its first in- 
troduction in the Dodge price class, 
65 percent of the cars shipped in 
the season’s first month were with 
the familiar fixed drive, and 35 per- 
cent with the new, less generally 
known Fluid drive,” said Akers. 

“A month later, Fluid drive had 
swept considerably past the half- 
way mark and stood at 68 percent. 
For November, 1940, Fluid drive 
made up 70 percent of the ship- 
ments. For December the Fluid 
drive preponderance had progressed 
to 73 percent. The rise continued 
each month until by July, 1941, a 
total of 80.9 percent of the cars 
were ordered with Fluid drive. 

“However, with the introduction 
of the newest Dodge models, the 
preference for Fluid drive starts at 
92.6 percent for August and then 
holds the same level for Septem- 
ber.” 


Speed Limit Reduced 


LITTLE ROCK, Ark.—Seeking to 
reduce the mounting death toll of 
auto accidents, the Arkansas High- 
way Commission last week cut the 
legal speed limit for automobiles 
to 50 miles per hour. 


will make no change in the 25-cent 
price to the reader, it was an- 
nounced last week. 

Effective on Jan. 1, the rate base 
for the magazine will be increased 
from 2,100,000 to 2,300,000 average 
net paid. 


Named 


Appointment of Kenneth Collins 
as vice-president in charge of mer- 
chandising of Arthur Kudner, Inc., 
advertising agency, was announced 
last week. Collins will supervise the 
enlargement of the agency’s pres- 
ent merchandising staff. 

Prior to joining the organization 
on May 1, he was assistant to the 
general manager of the New York 
Times, and before that was as- 
sociated with Gimbel Brothers as 
vice-president and director, and 
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with R. H. Macy & Co., Inc., 
executive vice-president. 


Appointed 

Marshall Field-Silliman Evans 
announce the appointment of Wal- 
lace Brooks as advertising director 
of Chicago’s new morning news- 
paper. Brooks has been in the ad- 
vertising department of the Chi- 
cago Tribune for more than 19 
years. 

Hiram Schuster, who has been in 
the newspaper field for many years, 
has been appointed local advertis- 
ing manager. 


Circulation 

Reflecting employment figures in 
the Pontiac Motor’s defense and 
automobile plants, circulation of 
the division’s employe newspaper, 
The Reflector, this month has the 
greatest press run in its thirteen- 
year history. 

The paper now has a circulation 
of 12,500 compared to the 7,000 cir- 
culation attained in 1928. Earlier 
this year The Reflector won the 
Paul Garrett Award for General 
Motors plant papers. 
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"| White Placing More Emphasis 


On Truck Service in 1942 


CLEVELAND. — Recognizing 
sometime ago that national defense 
would put a greater burden on 
automotive service outlets, White 
Motor Co. inaugurated an inten- 
sive survey of its service facilities 
to find out just how it stood with 
respect to the anticipated demand. 
A careful analysis of probable con- 
ditions preceded the inventory of 
facilities. 

Two things became apparent in 
the analysis of future conditions. 
First, new trucks would undoubt- 
edly be less available due to de- 
fense demands on manufacturers, 
and lack of material with which to 
build them, making it necessary 
to keep up the old trucks. Second, 
the increased transportation needs 
of defense coupled with greater 
general activity would make it 
necessary for existing trucks to 
carry greater loads for longer pe- 
riods of time. These factors pointed 
to increased service needs, and at 
a time when many mechanics 


would be required for the armed 
forces. 

In order to meet this situation 
and to give its customers the best 
possible service in rebuilding and 
repairing, as well as in preventive 
maintenance, White has been build- 
ing up its service stations with 
new machinery and equipment and 
highly trained men. At the same 
time it has been com- 
plete accessory and parts stores 80 
that truck operators may get all 
needed supplies and service under 
the one roof without need of shop- 
ping around. 

Complete service to truck and 
bus operators will be featured at 
all White branches where the new 
and greater service departments 
are set up. This will include every- 
thing from wash jobs to reboring 
of cylinder blocks, from motor- 
cycle pick-up around the corner to 
towing service on the I 
The parts and accessory stores 
will carry everything from spark 
plugs to tires, from friction tape 
to musical horns. 



























the new cars match smart 
body-lines with new interior style 


and beauty—contributed by the new 


es 
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eanda cloth upholstery fabrics. Fresh gay 


colors and novel patterns, luxury of “feel,” trimness 


of tailoring —these have established canda cloth as the 
style for well-dressed 1942 cars... It’s the style in another 


way, too, for in these days of uncertainty it has become 


the style to look more shrewdly at the future. And 


canda cloth—due to its stout durability and easy clean- 
ability—means higher resale values and lower recon- 
ditioning cost when today’s cars come back at trade-in time! 


COLLINS & AIKMAN CORPORATION, 200 Madison Avenue, New York City 
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Evening shoes from Saks Fifth Avenue 











18—(97}4) 





a 


oe ieee | 2. 


~ - 
| eS al he PE hs ne 


a Tal 144.01 1c 


By A. H., Allen 


HEAD of one of the leading 
automobile companies, in a recent 
interview, stated that his com- 
pany’s staff of designers and styl- 
ists was for the present being kept 
fairly intact, the men being busy 
working on new style ideas for the 
future when conditions will permit 
the next new model to be started 
through the tooling stages. This 
same authority vouchsafed the 
statement that whenever the time 
is ripe for appearance of a new 
model, it will not be any radical 
departure from present design con- 
cepts, even though designers may 
have had several years in which 
to work out new ideas. 


The reason is that it has proved 
a dangerous policy to step too 
far ahead of tradition in auto- 
motive styling, for the driving 
public is after all the only sure 
“proving ground” and what may 
look perfect on the drawing 
boards runs the chance of miss- 
ing fire in the retail sales field. 


s* ¢ *# 


Blanket Orders 


Key to Shortages 


J. H. Van DEVENTER, editor 
of Iron Age, cuts right down to 
the heart of a lot of the current 
difficulties in materials supply 
when he writes, “I think that part 
of the trouble we are having with 
shortages, particularly steel, is that 
priorities are being used, or at 
least have been very largely, as a 
substitute for the detailed schedul- 
ing of defense order requirements. 


Priorities have been used more or 


less as blanket orders. 

“Suppose, for example, General 
Motors ordered all of its steel for 
@ normal year’s car production in 
a lump, without scheduling de- 
liveries. Two million or more 
tons would be a lot to take out 
of the market at one time and 
would leave a great many smaller 
customers short. And I do not 
know where they would put it 
after they got it.” 

He will find a lot of echoing 
sentiment to this line of thinking, 
and there are indications that 


priorities officials at Washington 
are coming around to the same 
viewpoint, realizing that after all 
the only way to attempt to satisfy 
demands for materials on an 


equitable basis is to allocate or 

apportion available amounts with 

regard to how soon material will 

be fabricated and in what amounts. 
s * ¢ 


Parts Companies 


Hit Hard 

PLATING blackout on automo- 
biles, to become effective Dec. 15, 
will put to the test some of the 
currently-held theories that the 
public will not go for an automo- 
bile which is not all dolled up with 
bright trim. At the same time the 
ban on bright stuff is a serious 
blow to a number of parts com- 
panies whose bread and butter has 
been the supply of plated hardware 
to automobile users. 

One automobile company of- 
ficial said last week that, after 
viewing his company’s “new line” 
of cars, on which paint has re- 
placed plating, he thought they 
looked better than the previous 
models. Discounting the tinge of 
selfish pride which might bear 
on such a statement, nevertheless 
there are many in the motor in- 
dustry who have contended right 
along that the industry was 
overdoing the plating phase. 
Their contentions should shortly 
be proved one way or the other. 

* * * 


Exciting News 
On Plane Engines ~ 


WATCH for some exciting news 
when performance details of the 
new Chrysler aviation engine are 
released. Still in the experimental 
stage, the engine is reported to de- 
liver 150 horsepower per cylinder, 
using 115 octane fuel, and to weigh 
only 0.8-pound per horsepower. On 
this basis, a V-16 engine would 
have a weight of about 1,900 pounds 
and would deliver 2,400 horsepower. 


Of equal importance in the 
high-power airplane engine field 
will be the new Ford V-12 liquid 
cooled engine, now undergoing 
tests. Embodying many structural 
innovations, the engine will show 
some remarkable savings in 
manufacturing costs and man- 
hours. The crankshaft, for ex- 
ample, is centrifugally cast and 
can be made all in one piece, in- 
cluding counterweights, and the 
center of the shaft can be cored 
out at the same time, vastly re- 
ducing the amount of finish ma- 


chining necessary in comparison 
with a forged steel shaft. 
* * *# 


Simple 
Geometric Fact 

The basis for the tapered roller 
bearing, pioneered by Timken Roll- 
er Bearing Co., is based on a simple 
geometric fact. Briefly stated, it is 
this: true rolling motion can be 
obtained by producing rolls, cups 
and cones with surfaces that are 
tapered to such an extent that lines 
coincident to these surfaces meet 


_/|at a common point on the axis of 























SMOOTH, speedy, 

ee service! 
That’s what Grey- 
hound, world’s greatest 
bus line, gives. And 
smooth, speedy friend- 
ly —— service is 
what Greyhound gets. 
Because Greyhound— 
like many of America’s 
smartest business firms 
—uses Postal Tele- 
gtaph exclusively. 

is same superior, 

economical service can 
be yours too — at an 
Postal Telegraph - 
fice. Or — 


co 
Telegraph | 


me ee) 1 ee a a dL 


the bearing. 


This feature enables the bear- 
ing to handle radial and thrust 
loads or any combination of the 
two and still retain a simple 
mounting, it is said. 
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EMPLOYES of Eaton Mfg. Co. recentl 
the board, on the occasion of the Thirtiet 
have been associa’ 
than 25 years, represented the employes in presenting to him a Souvenir Book 

— message of congratulations, 
ton employes. Left to right 
O. Eaton; Charles 





company. A committee of four, who 


containing an a 
tures of the 7,3 
Cc. I. hs, president; J. O. 

Arthur Kennedy, employment manager. 









Engineering Combine to Aid 
Materials Conservation Drive 


DETROIT. — Leading engineers 
of the automotive industry, ap- 
pointed as a committee on critical 
materials by the Society of Auto- 


FDR Sends Army 
To Plane Plant; 
Coal Mine Truce 


By Harry A. Williams 
Associate Editor 
DETROIT. — While the automo- 
tive industry was comparatively 
free of any labor difficulties in the 
past two weeks and output of new 
models was stepped up to meet the 
schedules set by OPM, strikes con- 
tinued to hamper the nation’s de- 
fense efforts as reflected in the 
following events of the past week: 
Under orders of President 
Roosevelt, Army troops were 
sent to Bendix, N. J., to take over 
the strike-bound plant of Air As- 
sociates, Inc., after it was alleged 
that the company had refused to 
abide by National Defense Media- 
tion Board’s recommendations that 
all workers be reinstated to their 
former jobs without discrimination. 
The strike had been called by the 
union for what they termed un- 
fair labor practices. The plant is 
regarded as a vital part of the 
defense effort and holds $5,000,000 
worth of orders for airplane parts. 
After four appeals from the 
President, John L. Lewis called 
off the strike of United Mine 
Workers (CIO) members in the 
captive mines, operated by the 
large steel companies. The truce is 
for a period of 17 days, during 
which time the NDMB will attempt 
to reach an agreement over the 
closed-shop issue. The strike had 
threatened to seriously cripple steel 
production. 
Strikers at the machine gun 
plant of Kelsey-Hayes Wheel 
Co., Plymouth, Mich., voted to re- 
turn to work pending further ne- 
gotiations with the company on 
wages and hiring of women at a 
lower scale to replace men em- 
ployes. 
4 Negotiations were continuing on 
the strike called at Defoe Boat 
and Motor Works in Bay City, 
Mich. The strike was called by 
Industrial Marine Shipbuilder 
Union (CIO) and the principal is- 
sue is a closed shop. Negotiators 
were confident that an early agree- 
ment would be reached. 





LOS ANGELES ZONE Pontiac Dealers Club fetes Regional Manager Thomas 


M. Ra 
their 


on occasion of his first visit to zone area since the 1942 Pontiacs made 
ebut. Left to right, J. A. Stallings, Westward Motors, Phoenix, Ariz.; 


Durlin B. Hackett, Hackett & Whiting, Tucson, Ariz.; John S. Bathrick, Los 
Angeles zone mentees St Pontiac, and Link Anderson, head of Link Anderson, 


Inc., Santa Monica, 





Ralston Expects 
Defense Activi 


To Hold Up Sale 


LANSING.—Oldsmobile aj 
executives headed by D. E. Ralsty 
general sales manager, returned 
Lansing last week following a se 
of dealer announcement meeting 
conducted in 26 zone cities throug? 
out the United States. Record 
tendances were reported in 
cities. The meetings were conducte 
to outline factory sales plans fy 
the coming year. 

Conferences with Oldsmob 
entire retail selling organiz 
revealed approval of the new E 
line offered for 1942, Ralston 
“Our dealers lauded the new doub 
duty bumper treatment introd 
this year and they complimen' 
our engineers upon the many 
features added.” 





















honored J. O. Eaton, chairman of 
Anniversary of his founding of the 
with Eaton for moré 

















followed by the signa- 
, Axel Stendahl, tool er; 
Hunbar, production department; 
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given by the dealer organizatic 
would be reflected in retail s: 
following the public announceme: 
of the new Oldsmobiles held 
week. Commenting on busines 
prospects he said: “The motor cz 
is still America’s most importan 


motive Engineers, last week moved 
to combine their technological re- 
sources in an industry-wide effort 
to conserve the scarce materials 
needed for national defense pro- 
duction. The new committee will 
have the support and cooperation 
of the Automobile Manufacturers 
Assn. 

Individual company programs 
which have been underway for 
several months already have ef- 
fected marked savings in alumi- 
num, nickel, zinc, tungsten and 
other strategic materials but these 
achievements have not been uni- 
form among the companies. 


The major purpose of this pool- 
ing program is to insure the maxi- 
mum conservation, on an industry 
basis, of the strategic materials re- 
quired for armament production. 
Under the procedure developed at 
the meeting last week, small sub- 
groups of experts will undertake 
the task of assembling factual 
technical data relating to problems 
in the use of scarce materials. 
Bright metal trim, conservation of 
copper, and most effective use of 
allowable quantities of aluminum 
are among the most pressing topics. 


The materials conservation pro- 
gram involves many complex prob- 
lems in research, design and pro-| %% 
duction. Alternate materials have | 
been made readily available in 
some cases, but in others they may 
be developed only after painstak- 
ing research. By the free inter- 
change of experience and informa- 
tion, the companies not only will 
serve defense but will also main- 
tain for the industry as a whole 
the maximum quality of motor 
vehicles produced. 


Members of the committee al- 
ready selected by SAE include: J. 
C, Zeder, chairman, Chrysler; R. E. 
Cole, Studebaker; J. M. Crawford, 
Chevrolet; F. F. Kishline, Nash; 
H. M. Northrup, Hudson; R‘H. Mc- 
Carroll, Ford; C. R. Paton, Pack- 
ard, D. G. Roos, Willys. Additional 
— representation is to be added 
ater. 

















automobile transportation. Dealen 
in the rural areas are also lookin 
to improved markets during th 
coming year.” 








Okla. Truckers Conclave 

OKLAHOMA CITY.—Because of th 
many new rules and laws affecting th 
trucking industry particular attentia 
will be given to business during th 
annual convention of the Associatei 
Motor Carriers of Oklahoma, Dec. 1? 
18, Fred Cline, secretary-manager, hi 
announced. 
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[HE Abington is conven-| 
iently located (see map! 
above ). Its attractive rooms | 
and suites are Detroit’s| 
greatest values. Complete) 
hotel service. Dining Room. | 
Free parking. Near bus and 
street car. Rooms with bath 
from $3.00. Reasonable 
monthly rates. 


UOT! 


Wm. J. BAYER ® Pres 7 wae 
700 SEWARD *® DETRO 
fe hela 4 ol: 1 See 


NORTH OF GEN. MI 


WANT ADS 


Ten cents per word per inser- 
tion. Twenty-five conte per word 
for three insertions. 

WANT AD DEPARTMENT 
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Surface Finish 
Announced for 


Car Hardware 


DETROIT.—A new type of sur- 
face finish, advanced as a substi- 
tute for colored plastics, chrome 
plating and other decorative pre- 
servatives that defense conditions 
have made it difficult to obtain, is 
——— by Parker - Wolverine 


> 


Known as Weldcraft, the product 
is an enamel which Charles H. 
Awkerman, Parker-Wolverine 
president, calls primarily a finish 
for interior automobile hardware, 
household appliances and office 
equipment, but says that it can be 
used for exterior surfaces as well, 
as a substitute for plating. 


In transparent form it is used 
for bright metals, and adheres also 
to plastic surfaces. In opaque form 
it is used on plastic or metal sur- 
faces. 


















Alden Honored 






COLLECTION METHOD 
er Olt.—Col. Herbert W. Alden, AUTOMOTIVE COLLECTION SYS- 
Girector of engineering of Timken- TEM—Complete—(4) Notices, (8) 
Detroit Axle Co., received the Col. Final Forms. Samples, literature 

rank A. Scott Gold Medal for Meri- and testimonials sent FREE. 


torious Service to Industrial Prepared- 
ness, at the 22nd annual meeting of 
we  Armay Ordnance Assn. here | 


Guaranteed. Write today ..-- 
Mercantile Forms Company, 
11 Avon St., Providence, R. 1 
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PRODUCTION—REGISTRATIONS 








October’s Total 
Takes a Sizable 





AN’s Production Estimate 
































trucks for Octo- 

ber at 388,974 

units, thus pick- 

ing up some of 

the lost momentum of August and 
September, when new car assem- 
blies were just getting underway. 
General Motors divisions held 
steady in the past week with 35,- 
455 vehicles turned out. This com- 
pared with 35,382 units built in the 





*Revised. tIncludes trucks. Miscellaneous includes Crosley, Henney, 
Autocar, Brockway, Diamond T, Divco, Federal, GMC, International, 
Mack, Reo, Sterling, White, Bantam, ete. 


Tire Shipments Decline 


Slightly During September 


















NEW YORK.—Shipments of 
automotive pneumatic casings dur- 
ing September, 1941 decreased 2.5 
percent under August according to 
statistics released last week by 
Rubber Manufacturers Assn., Inc. 
September shipments, 5,264,357 
units, were 18 percent above Sep- 
tember 1940, however. 

Production, 4,583,324 units, was 
8.4 percent under August, but was 


for original equipment purposes 
totaled 1,470,286 units, an increase 
of 30.9 percent over August and 
4 percent over September 1940. 

Replacement shipments during 
September, 3,667,461 casings, were 
11.5 percent below August, but 26.5 
percent above September 1940 re- 
placements. 

Stocks of automotive casings in 
the hands of manufacturers Sept. 


previous week and a total of 49,694 
units assembled in the like week 
last year. 

Chrysler divisions also held 
steady with final assemblies total- 
ing 21,050 cars and trucks, to com- 
pare with 20,983 units built in the 
previous week and 27,255 vehicles 
— out in the same week of 


Ford and Mercury stepped up 
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| Week's Output Continues Rise to 92,389 Units 





Passenger Car Registrations 














and trucks assembled in the com- 
parable period of 1940. 

In the independent group all di- 
visions were operating at peak ca- 
pacity with the exception of Willys, 
which, after slight operation on 
Monday, turned its entire output 
facilities over to Army reconnais- 
sance cars. 


AC Reveals Additions 
To Oil Filter Line 
FLINT. — During 1941, the oil 
filter line of the AC Spark Plug 
division of General Motors has been 
broadened to provide a filter and 
filtering element for every auto- 
mobile, truck and tractor. 
The latest additions to the AC 
line are two new filters, type LC-1 
for Chevrolet cars and trucks from 


(U. S. and Canada) Eight Mont lus 89 States for September 
Weeks Ended Nov. 1, Oct. 25 J O ~ t rae — ° “— 1941 7 = Unit 
Week Same Week = 1 Jan ump ver ep ° to Date Pos. 1941 Industry Pos. 1940 Industry Pos. Gala 
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el "so "aso 908) inet 22480 Isane ware 1940 Lincoln ....... 7? =. 6S°lcSlCU - 
STUDEBAKER} ...... 2980 3,097 8,088 9,556 89,008 108,580 a « “with the past Miscellaneous. 549 338012 — oe = 
HUDSON? ............. 1 987 5,106 77,195 68,758 8 0 486,885 $8,667 
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DEARBORN. — Wilson C. Bray, 
widely known in the automotive 
field as a merchandising man and 
sales executive, has just been ap- 
pointed general sales manager of 
the Ferguson-Sherman Mfg. Co. 
here, according to an announce- 
ment by Roger M. Kyes, executive 
vice-president. 

To take his new post Bray re- 
signed as head of the extensive 
chain store organization of the B. 
F.. Goodrich Co., Akron. 


Plant Activity 

(Week Ending Nov. 1) 
OUTPUT UNITS WORKING 
Mercury....... rise; 1,950, five days 
steady; 5,175, five days 


. ..Steady; 830, five days 
Chevrolet. .steady; 22,000, five days 


1937 through 1941, and type LC-4 


3.9 percent above September, 1940. 
for Chevrolet passenger cars only. 


September shipments of casings 


30, decreased 11.4 percent under 
August 31 stocks to 5,170,008 units. 


final assemblies in the past week 
and total output for the Ford 





oe: . Steady; 2,425, five days 
De Soto..... steady; 1,700, five days 
Dodge...... steady; 7,900, five days 
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Dealers Turning Attention 
To Full Profit on Every Deal 


Special to Automotive News er circles to the constant reminders 
CHICAGO. — Making a test/| that the goal, especially during the 
among 26 representative dealers in| present era of production curtail- 
Cook county, the Chicago Automo-| ment, must be “a full profit on 
bile Trade Assn. last week found] every deal.” 
that their used car loss per new/ [In a bulletin reporting the dras- 
car sale during the third quarter | tic cut in used car losses, the asso- 
dripped to $18, a reduction of $70| ciation states: 
from the $88 level in the first six] “we urge you to sell your cars 
months. on a full markup basis so that you 
yet recorded in any survey by the| same time, your prospects are go- 
association. It is attributed in deal- ing to have to be sold on the 1942 
models. They are not flocking to 
showrooms, but a seller’s market 
can be created through your effort, 
even though another merchant 
may be suffering from a buyer’s 
market created by lack of effort 
and his ‘take it or leave it’ atti- 
tude. No dealer can afford to lose 
consumer goodwill or consumer 
confidence.” 


Still going strong in its campaign 
against dealers remaining open on 
Sundays, the CATA is now selling 
“Sunday Closing” signs of attrac- 
tive design to members of the 
trade. 


Printed Words 


NSPA Booklet Lists 
Marine Outlets in U.S. 


DETROIT.—To provide a com- 
plete picture of a new and rapidly 
expanding market, National Stand- 
ard Parts Assn. has published a 
94-page book entitled “Marine Out- 
lets, Coast to Coast.” 

Publication of this new catalog 
constitutes recognition by the 
wholesaler-manufacturer organiza- 
tion of the growing importance of 
the marine field as an attractive 
source of business for automotive 
jobbers in all parts of the country. 


ess 8s 
P leum S 


etro! tandards 
PHILADELPHIA.—The 16th_ edition 


























bers of the Louis 
showrooms 0 
right: Joseph E. Bayne, Jack Rose, 
veric, owner, C. E. Bleicher and Louis 


Rose . spent 





Alabama Dealer 
Pushing Service 


Work on Time 


BESSEMER, Ala.— Anticipating 
the increased part the service de- 
partment will play in the dealer’s 
setup in the immediate future, 
Long-Lewis Hardware Co., Ford 
dealer here, is completely remodel- 
ing its shop and installing a 
quantity of new equipment. 

This concern in the past has 
been very successful in selling repair 
jobs on the pay-as-you-ride plan 
and expects to feature this angle 
even more aggressively in the fu- 
ture. But first it was decided to 
make the service department at 
least on a par with the new car 
showroom for attractiveness. This 
is now being done. 


The service manager has had 
considerable experience selling re- 
newing jobs and he is confident he 
can materially increase the volume 
of this business as owners drive 
their cars longer, not being able 
readily to get new ones. 


He features the idea of getting 
all the work done at one place at 
one time and at one price, rather 
than buying a battery here, hav- 
ing the brakes relined there, etc. 
Then, if the customer desires, the 






dealership are 


Platte’s De Soto 
J. B. Wagstaff. 


t Glenn Walker, Inc., 
Bicisher and L- G. Peed. 
tomer pay one-third and the bal- 
ance in six months, but this is pac 
varied somewhat. Thus a man with | specifications, 
a $120 reconditioning job may wish developed through the work of ASTM 
to pay $30 down and $30 a month. = oo ~~ on Petroleum Products 
That is OK, in fact any reasonable -_ 
arrangement provided the custom- 
er has a good reputation. 


see 


th Special to Automotive News 
a new catalog covering Precision 


‘ . Ce PITTSBURGH.—(UTPS).—In a 
Studebaker r metal shielded wire by their new/ specially prepared bulletin distrib- 
seer Ope myer ot sts es elec ,naulated wit. | uted to its membership in conjune- 
to Spec rvice Fost | copper or lead tubing—tinned or un-|tion with a prospectus for the 


tinned. Pittsburgh Automobile Show and 
Defense Exposition to be held here 
Nov. 8-15, the Pittsburgh Automo- 
bile Dealers Assn. through its sec- 
retary-manager, W. N. Owings, has 
put its finger on the new impor- 
tance of “service” to automobile 
dealers, not only in Pittsburgh but 
everywhere. 


Beginning with the premise that 
there will be a limited number of 
1942 cars for the automobile dealer 
to sell and ending with the declara- 
tion that it is the patriotic duty of 
automobile dealers “to keep people 
employed, to keep transportation 
in America moving and to make 


SOUTH BEND.—Harry Dwyer, a 
25-year Studebaker veteran, has 
been appointed to the position of 
special representative on Stude- 
baker’s home office service staff, a Re 
tes en aera eet 
Installmexu 
... . er’ fg = we SOOO published b by Bing brats ‘Affairs 
States. He will work with Stude-|" 
baker distributors and dealers on 
all phases of the service business 
with emphasis on management and 
station layout. 


Sales Tax Reduced 


Installment Selling 
NEW YORK. —The aoe sel 


ons, 
Com- 


Tool Catalog 


of metal cols ‘mad and wood working 
machine tools ma de dA this company. 


nicipal sales tax b profits in order to pay taxes and 
council from percen' CHICAGO. ae - ndensed ” 

SMective Oct. ot. The dion 88 cen catalog, giving are information continue in business,” the PADA 

recomm by Mayor brass fitti ble fuel lines,| bulletin urges that careful atten- 

who said the t was possible at this shut-off and a ie gaperne tion be paid to service departments, 

time because of — sales, za é. strainers, tube $4 -- : eT | to repairing and reconditioning and 


i er tax retu 
ths boon i 


to car equipment sales. 


Automobile dealers will have to 
limit the “free service’ they are 
now doing if they want to get full 
gross, the bulletin says. 

It suggests that each dealer care- 
fully check his service department 
to determine which services cost 
him more than he is charging and 
to concentrate on the plus—“plus 
sales”— to make these services pay. 

“For example—a car lubrication 
is profitable only when accompanied 
by sales of oil, grease, tires, bat- 
teries, or like items. The original 
intention of lubrication was that 
it should act as a sales leader to 
bring in other work—but—quite a 
few dealers are getting lubrication 
work only, which does not pay. 

“This lack of a definite service 
policy also applies to such services 
as—wash jobs, installation of anti- 
freeze, cleaning of air cleaners, fit- 


i 
n defense industries. Mfg. Co. here. 





JIMMY COLLINS recently opened this new salesroom and service department 
on Detroit’s East Side. Here he is selling and serving the Chrysler and Fiym- 
euth lines. Collins returned to the automobile business eat year after a three 

ear “retirement” at his farm near Lenox, A veteran dealer, Collins is 
he inventor and owner of “Visualizer,” a control system for used car opera- 
tions and is credited with designing the first modernized used car lot. 


MORE THAN a dozen Chrysler and De Soto 
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Chicago Used Car Loss Reduced from 


DeSoto Dealer Showrooms . . . 





CHRYSLER a officials, executives from the De Soto factory, and mem- 
last week inspecting the four new De Soto 
med in Detroit. Here, at Hamilton — gales are, from left to 
A. a = 


. Peed, Charles Bau- 





OTHER EXECUTIVES nas, Se sfzenies of a new showroom at Peter 
y Hannah 


. Harry G. Moock, Platte and 





officials were in the “‘reviewing”’ 


Detroit. Left to right: Walker, Louis Rose, C. 





PADA Urges Dealers to Make 
Every Service Operation Pay 


ting chains and cleaning plugs 
without motor tune-up.” 

“What does each of these serv- 
ices cost you?” the bulletin asks. 


“There are between 100 and 200} sea 


such items in your service depart- 
ment. They should be checked and 
— to pay or should be elimi- 
na 


“Don’t worry about competition,” 
the bulletin states. “Your competi- 


tors will have the same problems|?* 
$ 


as you.” 


It is suggested that all dealers S 


check the cost of pick-up and de- 
livery service. “Some dealers are 
charging for this service, while 
others have found it advisable to 
discontinue it altogether.” 

“Materials and other supplies | se 
cost money and will cost more in 
the future,” says the bulletin. “Why 
not charge ‘labor plus materials’ on 
all your repair jobs? 

“Service will be the mainstay of 
your business for the next few 
years,” the bulletin continues. “Con- 
tact your local, state and national 
associations; your jobber, your fac- 
tory. Your equipment manufac- | , 
turer, your oil company or tire 
company and your fellow dealers 
will be glad to cooperate with you 
if you only ask them. 

“Build a profitable service de- 
partment,” the PADA bulletin con- 
tinues. “Cars are going to need 
more repairs because of the lack 
of replacement. More money will 
be spent for repairs than ever be- 
fore—SO—be prepared to get your 
share of this business.” 

In line with this bulletin, the 
PADA will have an educational 


exhibit at the Automobile Show and Grats 


Defense Exposition here, showing | ¢ 
a complete, paying service depart- 
ment, for the purpose of educating 
the public as to the proper care 
and maintenance of their cars. 





USED CARS—SERVICE 


$88 to $18 





1942 Price List 


All prices shown below are fa¢. 
tory delivered prices, including fed. 
eral taxes (7 percent), standard 
equipment, conditioning and hap. 
dling charges. Distribution and de. 
livery charges, state and local taxe; 
are extra. 


BUICK—Specia} 40A—Four-door sed. 


1 
2-dr. sedanet, $1,134; bus. $1,171; 


$1 028; 


cpe., Four-door sed., a 
formal sed., $2,576; 4- z sed. (8 pass.), 2628: 
limousine, $2,734. 

Uae 
LT, 


CADILLAC—Sixty- Soe _Tour-dece sed., 
club cpe., $1,560. —Fou sed., 

4-dr. sed. (deluxe), $1,836; alub cp cpe. $1,667; 
(deluxe), $1,754; conv. epe., $2, ‘ge 
door sed., $1,882. 60 Special—Four-door 


° 3; formal 
pass.), ‘$4,484; bus. 
; $3, 152; bus. imoerial. Gs 306. 
a hag gg oy $907; 
town sed., $865 "Sere sport De. $54, Fleet: 


master—Spo' t ood, town $922; pe. 
9880; sport —e., $912; cabriolet, $1. 169. Fleetline 
net $991; Aerosedan, $949; station wagon, 


*CH eg ag e. ae $1,275; 2- 
$1,248; Pe club cpe., 
$ ass.), 


264; town sed., $1 a ‘3 e. 
660; lim., $1,740 Windeor— Four dr. sed., $1 
358; 2-dr. brough $ zo 


Cw ae (9 5p. » $1,832; 
(138% _ w. b.), $1,740; lim., $1,820. 
—Four- sed., $1,512; 2-dr. brougham, $1,476; 
cpe., $1.4 429; club cpe., $1,487; town sed., $1,562. 
New orker—Four-dr. sed., $1,590; 2-dr. brough- 
* Fi 551; cpe., $1,491; club cpe., 
ee 765; town sed., $1. 635. 
* "DE eae 


562; conv, 


uxe—Four-dr. sed., $1, 

, $1,099; club cpe. a ae, 

* $1,250; T-pass. sed., $1,585. Custom— 
$1,255; 2-dr. brougham, $1, 245; €De.. 


Four-dr. sed., 
$1,141; club cpe., $1,245; conv. $1, 
sed., $1,304; 7-pass. sed., $1, O38: 1 lim., ‘$1, ne 


9 trae: on tot sed., $1,077; 2-dr. 
sed., $1, 032: cpe., $975; club cpe., $1,070. Custom 
—Fou sed., $1,127; 2-dr. brougham, 
. De ” $1,122; conv. cpe., $1,338; town sed. 
$1,1 3 7 ~pass. sed. $1,510; lim., ‘31, 590. 


ec 6—Fordor, $899; tudor, 
= $8326. Deluxe 6—Fordor, oie tudor, 
$852; sed. cpe., a juxe Ve—F 
$036; tudor, $899; cpe. ea, “an cpe., 
Super Deluxe @—Fordor. $973; tudor, $936; 
> sed. cpe., ; conv. club cpe., $1,141; Te: 
tion wagon, $1,179. uper D 
$983; tudor, $947; cpe., $910; 
conv. club cpe., $1,152; station wagon, $1, 189. 


NUBSON— Travcer— Four. -door sed., $973.50; 2- 
»_ $945; cpe., $893; on Ss $965.50. *De- 
45.5) 2-dr. sed., $1,- 
come. cpe., 
162; 2- dr. 


2; conv. cpe., 
cu stom 8—Four-door sed., 
$1,380.50. 


af eat seeker — Sour. ion sed., ae . 
clu . conv. ¢ 
nae 369. Cast 


om—Four-door sed., 

$1,832; .» $1,895. Lincola 

Deatinnniat -Cobcionst, 9. Lin- 
coln Custom—Sed., $3.1 


9; cpe. ie 
1; lim., 53.243 
On, cal ake sg. $1,126; sed., 
cpe., $1,052 


, $1,116; club conv., 
station wagon, se See. 


NASH—Ambassador en ee toes sed. pom 
$993; 4-dr. sedan FB, $968; 2-dr. » $948 5 pe. 
$918; —. $958. ‘Aahossnder 6—Four 

cs a a Bel 
. 86 cpe. roug 
$1124. Am bassader 8—Four-door sed. (trunk), 

1,209; 4-dr. sed. FB, $1,184; 2- a, ef FB, $1,- 
164; cpe., $1,134; brougham, $1, 


~ eg 66—Four- Gace sed., $1,- 
$1. 050; “i, cpe., 1038: conv. 


533. 
"$1,510; cub. cpe., 


1,089; 
1,284; 


2 


club sed. (deluxe), 8 
sed., $1,376; alub sed., "$1,319; conv. cpe., $1,561. 
PAC CU ARR Speeiat — door sed., $1,388; 
club sed., $1, + CDe., $1,2 
door sed., 
$1. pe ao 
fh. 30 


er ee ee sed., $972; 2- 
dr. sed. » $886; club c $965. pe- 
eial Beiixe— Four dr. sed.. $995 ; ss dr. sed., $953; 
epe., $910; club cpe., $990; conv. cpe., $1,150; 
town sed., $1,042; station wagon, $1,222. 


see ©—Four-decr wt 1,062; 
» $1, Sees: 


$025; 
ort pe, $19 $1 951;  mietropel 
~Four-door sed., 
088; 2-dr. sed., $9 


051; sport cpe., 
politan cpe., ‘$1,088. 
sed., $1,11 


6— "$1.17 . 
“Btreamiiner Chieftaia §—Four-doot 


196; sed. cpe. 


STUDEBAKER — Champion _ ome —Cruising 
sed., $870; club sed., $840; cpe 


i $1. 


1,128; 
Commander Delux- 
, $1,173; Land Cruiser, $1,208; 
133. 3.’ Commander Skyway ruling 
“a. » sos Land. Cruiser, $1,243; sed. cpe., 
President Custom—Cru ising 
$1,297; sed. ¢ 
“we sed., 


$1,287. ‘President 
Fi (342; Land Cruiser, $1,377; 


». $1,163; sed. ht 1,108. 


» $1,3: 


aliiiitientesnsine $758; 4-dr. 
$811. Deluxe—Coupe, $835: 4-dr. _sed., 
Plainsman—Coupe, $887; 4-dr. sed., $915. 


* Handling charges are estimated for Chrysler, 
DeSoto, Dodge and Plymouth. 


sed., 
$862. 


ry) Br iy 
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Actual top and bottom prices on 1940, 1939, 1938 and A D V E R T t s F D Dealer; Indianapolis—Times; Detroit—News; Chicago 


1937 used cars as advertised in local newspapers. — Herald-American; Jacksonville—Journal; Dallas — 


SEDAN prices only used in this comparison. News- Used Car Selling Prices News; Kansas City—Star; Minneapolis—Star-Journal; 


papers used: Boston—Globe; New York—Times, Journal Denver—Post; Los Angeles—Examiner; San Francisco 
American; Philadelphia — Bulletin; Cleveland — Plain For Week Ending Oct. 19 —Ezaminer. 
(Copyright 1941—Automotive News) 

































MAKE Boston NewYork Phila. Cleve’d Ind’polis Detroit Chicago Jacksonville Dallas Kan.City Minn’polis Denver Los Ang. San Fran. Natl. Avg. 
Buick Series 40 Special °41 | | 995 | | | 395 | 395 | 399 | 1095 | 1045 | | 1195- 950|1195 = | 1027- 950 
"404 (795- 675| 795- 775| 725- 695| 775 | 795 | 785- 509| 795- 695| 875- 699 | | l 770 975- 845| 808- 712 
89] 599- 595| 595 l l | 595 535- 450| 645- 495| 505- 499 | | 625- 547| 627- 545| 595 710- 595| 768- 650| 626- 547 
88) 499- 395 475- 445| 445 525 339 485- 385 | 495 495 450- 375| 485- 425 545 595- 500| 486- 421 
Cadillac 60 Special | | | | | | | | | | | | {2495 | | 2495-2495 
404 | | 1195 | l | 1195 | | | | | | 1505 | | 1828-1828 
= | | | l | 695 l | | | 795 | | 996 1125 902- 902 
Chevrolet Master Deluxe 41] 795- 745| 695 | | | | 697- 695 | | 799 | 815 | 825- 695 | | 795 | | 915- 895| 792- 760 
(Master 85) °40) 575 | 650- 550| 645- 495| 545 | | 610 | 575- 525| 645- 585 | | 695- 595| 649- 645| 695 | 699- 505| 725 | 688- 570 
“ "894 495 | | 445 | 495 | 495 | 435 | 345 | 587- 450| 495-425 | 525- 455 | 495- 475| 550- 445 | ] | 488- 450 
(Master) ’88]_ 395- 365] 275 |_ 385 | 425- 345 | |_ 295 | 365- $25] 4387- 349) | 465 l | 450- 445 | 375 | 395 |_ 388- 365 
ChevroletSpecial Deluxe ’41] 845 | 750 | | | | 815- 685 | 749- 699 | | | 700 | 795 | 978- 795| 995 880- 726 
(Master Deluxe) °40] 595 l | | 665- 625| 645 | 610- 647| 645- 495| 549 | 695 l | 745- 645| 675 795- 745| 662- 611 
“ "39] 525 | 500 | 445 | 585- 495| G45- 445| 485- 419| 499- 475 | 489 | 496- 460] 595- 565| 505- 565| 505 525- 490 
(Deluxe) °38 $44 $15- 265 395 369 495 $83- 265 
Chrysler Royal "41 1095- 950 | | | 975 | 1145 | | 995 | 1195 | | | | | | | 1081- 950 
"404 845- 825 | | 785 | 765 | 795 | | 745- 645| 895 | | 785 895 814- 735 
"S0] 645 l | 565- 495| 545 | | 430 | 565- 465| 687- 449| 498 | | | 695 580- 470 
oT) ME 450 465 425 385 495- 425| 395 | 441- 425 
De Soto 41] 1095- 895 | | | | | 865 | | | 1075 | | 1012- 895 
40] 765- 695| 575 | | 675 | | | 745- 645| 645 ] l | 675 | 895-775 | 850- 795| 728- 728 
"304 650 fl | l | 695 | | 525- 495 | | | 599- 505 G17- 645 
"38 485 | 385- 258 | | | | | 399- 375| | | | | | | 406- $17 
Dodge 41) 895 | | | | 1025 | 895- 788 | | 799 | | | 945 912- 788 
"40 (735- 645| 675- 465| 695- 595| 795- 745| 745- 665| 595- 525| 645- 595 | 745- 665| 745- 675| 745- 675| 795- 775| 745- 645| 925 787- 640 
89) 545- 495| 475- 425| 485 l | 490 | 495- 445] 545- 495| 505- 449| 550- 435| 585- 495| 495 645- 509 682- 480 
"885 450- 339 | | 345 | 475- $45| 445- $45| $45- 289] 395- 295/| | 398- $35] 465- $05| 425 | 475- 450| 475- 375| 6585- 545| 440- $71 
Ford V-8 Special 41 | | | | | 645 | | 745 | | 715 115 | 825 800 761- 761 
(V-8 85") °40§ 625- 585| 607- 475| 565- 475| 645- 505| 515 | 545- 415| 545 | 505- 545 645- 505| 505 
“ 89) 465- $50| 525- 385| 475 | | 445- 365| 445- 375| 425- 360| 450 | | 495- 445| 525- $85| 485 G45- 425| 525 484- 386 
“ "885 S49- 345| 227 | 295 | | | 395- 285| $25- 285| | | 425- $45| $95- 297| 350 | 445- $49| 495- 340| 370- $21 
Ford V-8 Super Deluxe °41] 750- 725| 725 | 750 | 725 | | 795- 685| 695 | 799 | 775- 745| 765- 745| 795 | 895- 795| 775 7170- 740 
(V-8 Deluxe) 40] 600- 595| 495 | 585- 550| 595 | 685- 505| 575- 450| | 549- 499 695- 549 | 695 699- 665; ‘| 617- 568 
“ "894 485- 475 | | 395 | 445 | 495- 415| 495- 449| | 449 | | 525- 487 | 550 | 505- 565| 585 | 407- 480 
(V-8 85") °38§ 400- 395| | 375 | 379- $25] 350 | 369- 365 | | 349 | 395 | | 428- $87| 425- $85| 495- 360| | 306- 361 
Hudson Six "419 805- 845| 595 | | 1075- 600| 845 | | | | 895- 690| 995- 795| 883- 745 
"404 765- 545| | | | 645 | 575- 488| 595- 495 | | 505 675- 575 795- 6095 | 664- 560 
"$94 585- 445| 497- 295| 475 | 495 | 495 419 | | | 525 | 525 549- 500 507- 418 
"$85 395 | | 325 | | | | 245 | 345 | | 395- $45| S65- 345| 465- $85| 445- 295| 305 815- 342 
Lincoln-Zephyr *41f 1475-1250 | 1297 | | | | 1195-1095 | | | | 1545 1380-1172 
40] _985- 925| 925 l | 995 | 945- 765| 895- 779 | ] | | ] |__| 8-828 
*89§ 505- 545| 645 | 595 | | 645- 595 | | | | 687- 685 | 795- 645 660- 618 
88] 545- 495| 298 | | 545 | 499 | | 505- 445 | | | 625- 450 | 520- 463 
Mercury 41§ 945 | 895- 795| 795 Pes l | 800 | 895 | 899 | | 945- 895 | | | 995- 925 | |_886- 872 
40] 695 | 495 | 595 l | | 695 l | 650- 595| 795- 677 | 605 795- 645| 875 699- 639 
"89 595- 450 | | 495 | 545 | 595 | 497 | 465 | 595- 495| 505 | 509 | | | 675 566- 478 
Nash AmbassadorSix 41] 895 | 795 | | | | 795 | | 1095 | | | 895- 895 
40] 645 | | | | 635 | 675- 595 | | |_ 795 | 688- 505 
"304545 l | 565 fl | | 475 | | 495 | 525 | 505 675 554- 554 
33). 22 2C«SY:«AA? | | | | | | | 460 | 375 | —_ 415—~* 440- 440 
Oldsmobile Six 41) 875 | 995- 850 | | | | | 995 | |_ 795 | Hn 912- 850 
404 850- 695 | | 675- 645| 695 | 625 | 695- 595| 645 | 695 | $45- 650| 745 695 975 740- 646 
89) 595- 545| 485 | 565 | 575 | 645- 369| 545- 395| 575 | 565- 495| 525- 495| 525- 475| 505 S54- 462 
88] (485- 425| 348 | | 425 | 445- $75 | | 450 | 465 | 525- 495| 425 | 575 460- 432 
Packard Six 41] 1195- 965 | | | | | | | | | | 975 1085- 965 
40] 745-685 | | 695- 665| 775 | 845 | 725- 505| 765- 695| 795 | 795 | 795 | 795- 695| 795- 745| 805 | | 785- 680 
89} l | 575 | 695- 599 | | 495 | l | 605- 550| 645 | 665 630- 575 
83 445 395 395 445 410 ~— |i‘ TC#*’#C#CANS- CALS 
Plymouth 41§ 855- 765 | | 725 | | | 745 | 725- 505| 795 | | | | | 895- 695 | 790- 685 
40] 675- 495| 675- 495| 565 l | 595 | 629- 490| 785- 485| 695- 499| 598 | 695- 525| 625 | 645 | 667 654- 498 
*39] _(545- 895 | 447- 375| | 450 | 475- 419| 495- 350| 525- 385| 537- 475| 495- 465| 545- 475| 495- 475| 595 510- 424 
*88) 445- 300| 397- 290| $25- 205| 395- 375| 425 375 $99- 285| 395- 387| 388- 365| 425- 375 475- 345 | tsi‘(iéz’:#«A#OM~ #8335 
Plymouth Special Del. 41] 825- 795 | | 745- 695| 825 | 745 745- 625| 795- 745| 799 | 865 935- 694| 850 | 895- 745| 945- 850| 880- 735 
(Deluxe) 40] | 475 | 625- 565| 695- 675 | | 570- 485| 635- 495 | l | 665- 465| 699- 585| 695 | 609- 605| 795 | 656- 666 
“ eT) ceed | 495- 425| 545- 465| 525- 415| 475- 369| 395 | | | 545- 395| 496 625- 545 | 545- 465 518- 437 
“ *$8) 395- 385| 345 $85- 365| 425- 385 395 $45- 325 368 445- 305| 495- 465| 400- 386 
Pontiac Six “aif | 975- 945 | | | |_799- 795 | | | | | 985 | | 1045- 969 | 1145-1045 | 990- 988 
740] _695- 679| 745- 665| 725- 565| 845- 695| 845- 695| 675- 580| 745- 585| 599 | 795- 695| 725- 675| 745 | 775- 715| 645 | 805- 745| 746- 663 
7894 595- 500 | | 585- 435| 495 | 575 | 545 | B45- 425| 505- 545| 565 | 5O5- 445 | | 565 | 625 695 582- 470 
"83 495 395 445- 345| 475- 375 495 393 550- 495| 464- 405 
Studebaker Champion 41] | | | | | | 675 | | 765 | | | | 120- 720 
"404 595 | | | | | | | | |_ 505 | 625 | | 725 | sis 685- 685 
"$9 495 505 595 562- 562 
Studebaker Commander °41 | 7190- 799 
"404 | | 625 | 725 | | | 695- 495 | | 745 | | 745 107- 495 
"89 | | 495 | 545- 455 | |_525- 495 | | | 595 | 545 | | 505- 545| 695- 645| 571- 585 
$8) 475- 395| 447- 315| 445- 395 425- 375 425 465 435 369 436- 370 
Willys-Americar "414 | | | | | | | | | 585 | | | ._| 755 | 675- 675 
40] | | | 465 | | 467- 400 | | | | 495 | 500- 495| 505 504- 448 
rT) | 208- 245| 375 l l | $29 l | l | 895 fl | | $90- 395 360- 320 
88 275 275- 275 


National Average, All Makes, Oct. 19—$681-$614 
National Average, All Makes, Oct. 12—$671-$600 
Used Car Selling Prices, as advertised in the classified section of metropolitan newspapers nationally, are compiled exclusively Avutomoriva News as a copyrighted feature. 
This is the first time anywhere that bona-fide top and bottom prices have been compiled from published figures to establish the 7S of the market and the resulting national 
index. Where no prices are quoted, no car of make and model was offered during the period covered. 


Used Car prices in Pittsburgh, Cincinnati, St. Louis, Atlanta, Houston, Oklahoma City and Seattle appeared on this page last week and will be published again next week. 
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Automotive W-ashington 


Full Curtailment? Washington Doesn’t Know; 
Nation Reaches Labor Crisis 
(Continued from Page 1) 


from the standpoint of na- 

tional defense. 

Insofar as trucks are concerned, 
there is no lack of appreciation 
here of their vital importance in 
every field, and there would seem 
to be no question that steps will 
continue to be taken to assure 
the fullest supplies possible under 
the circumstances. ; 


Labor Crisis 


Is Reached 

EVEN THOSE observers and 
officials in the National Capital 
who have been most sympa- 
thetically inclined to the de- 
mands of organized labor, have 
drawn the line and are saying 
“enough’s enough.” 

ess of what action 
has been taken or will be taken 
in the coal situation, a crisis 
in the relationship between la- 
bor and the Administration has 
been reached; a crisis which 
unquestionably, now or in the 
immediate future, will bring 
about a reorientation of labor 
policies. 

John L. Lewis has precipitated 
the crisis, it is true, and such 
congressional action as is taken 
probably will find its immediate 
cause in the CIO founder’s dic- 
tatorial tactics. But, it is im- 
portant to note, while the pent- 
up fury of the public and of re- 
sponsible officials here is finding 
release in open revulsion against 
Lewis and his methods, the 
change in the “labor atmosphere” 
here has not come about over- 
night and is not due simply to 
the coal situation and Lewis. 


Contempt 


For Leaders 

AS A MATTER of fact, even 
those officials who have been 
most favorable to the claims of 
organized labor in the past have 
become increasingly disillusioned 
during the past two years. 
There is scarcely a labor leader 
in the country today, AFL or 
Priorities division. 


Galvin Heads RMA 

NEW YORK.—The board of di- 
rectors of the Radio Manufacturers 
Assn., meeting at the Roosevelt ho- 
tel here last week, has elected Paul 
V. Galvin, president, to succeed the 
position vacated by James S. 
Knowlson, who recently resigned to 





become Deputy Director of OPM. 
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CIO, who is not suspect, for one 
reason or another, in Admin- 
istration quarters. There is no 
less support of unionism in Ad- 
ministration quarters than there 
was in 1933; but there is only 
bitterness when officials speak of 
nine out of 10 of the men who 
are leading organized labor. 
Mounting evidence of out- 
right racketeering and crimin- 
ality in many AFL unions 
shocked Washington. But still 
more of a shock has been the 
pusillanimous attitude of AFL 
leaders toward the incontro- 
vertible evidence turned up. 

The same goes for the evidence 
that the CIO, or at least many 
of its unions, have been domi- 
nated by fellow-travelers or 
outright Communists. 

But the chief blow to Wash- 
ington and to the White House, 
where both CIO and AFL have 
found their strongest supporter, 
has been the apparent willing- 
ness of the country’s labor lead- 
ers to sacrifice national defense 
on the altar of their own self 
interest or hatred, or both. 

s * * 


Labor Due 


For a Jolt 


TO MANY in Washington the 
awakening has been long over- 
due and correspondingly rude. 
As a result their private utter- 
ances on the subject are un- 
printable for more reasons than 
one. But it is not to be expected 
that these powerful forces, once 
aroused, as they are, will be con- 
tent merely with expletives. 

Unless the defense labor sit- 

uation takes an immediate, 
Positive and nationwide turn 
for the better, congressional 
action is certain—and 
there is good reason to believe 
that if the Capitol Hill pro- 
posals are not too drastic, they 
will not be blocked this time 
by behind-the-scene Executive 
disapproval. 

It is too early to say what form 
congressional action will receive 
widest support. Some indication 
of what is in the wind may be 
gained, however, from the in- 
terest with which Senator Bailey’s 
suggestion has been received. He 
is proposing a rider to the neu- 
trality law repealer, which would 
make any one who directs or en- 
courages stoppages of work in 
defense guilty of the crime of 


sabotage. 
* * * 


Wagner Act 


Changes? 


THERE IS renewed demand, 
too, for congressional action on 
amendments to the National La- 
bor Relations Act which would 
alter the present lopsided, heavily 
pro-labor setup of the law and 
generally overhaul the national 
labor policy which has been the 
direct cause of the chaotic sit- 
uation under which the national 
welfare has been placed at the 
mercy of labor leaders. These 
amendments were passed by a 
two-to-one vote in the House 
more than a year ago but, 
through Administration pressure, 
_ came to a vote in the Sen- 
ate. 
It may be a different story 
this time; will be if the changed 
official atmosphere so apparent 
today is not completely mis- 
leading. The President himself 
has let it be known that he is 
considering defense strike leg- 
islation. : 

Such legislation will be all 
right, as far as it goes. But the 
business and industrial managers 
of the country who have had to 
cope with a labor problem which 
has grown increasingly acute 
with the passage of time, and as 
the internecine struggle between 
rival labor groups has become 
more bitter, ruthless, and heed- 
less of the public interest, know 
that such legislation will not be 


sufficient of itself. 
> a” * 


Issue Seen 


Far-Reaching 
WHAT IS needed today is a 
complete reorientation of our 
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Economic Angle: 


lane engines on their way to the Arm 


airplane engines being packed for shipment 


- This 
lane engine plant, showing big Ford-built Pratt & 
America’s defense 
roduction of the engines has been under way for several weeks at the 
new aircraft unit of the Ford Rouge plant. 


is a corner of 


Processing of Car Materials 


Started Six Months Ahead 


By Pete Wemhoff 
Managing Editor 

DETROIT.—In view of widely- 
circulated reports that automobile 
production may be halted com- 
pletely in January, April or June, 
it is well to remember that at least 
six months time is necessary, from 
the date of a stoppage order, be- 
fore car output can be halted en- 
tirely without great economic 
losses. 


Reason for this is the automotive 
industry’s operations require that 
work be started on the processing 
of car materials at least six months 
in advance of actual car assem- 
blies. Therefore, most of these ma- 
terials, once they are undergoing 
processing, would be a complete 
economic loss if all car production 
were halted before the processing 
period was completed. 

The materials- processing situa- 
tion varies with each car manufac- 
turer, but the average booking- 
ahead is said to be six months for 
the entire industry. 

One thing is certain, according 
to one prominent car maker, no 
automobile plant will stop making 
cars of its own accord, even though 
output volume should go below the 
break-even point. Each manufac- 
turer has too much at stake in the 
automotive picture, this executive 
points out, and cannot afford to 
withdraw from the new-car field in 
the hopes of regaining his competi- 
tive position after the national 
emergency is ended. 

Profits on defense orders may be 
able to take up part of the loss 
sustained in new-car production, 
but still higher car prices, if per- 
mitted by the government, will be 
necessary later on to keep opera- 
tions in the “black.” 

This same manufacturer asserts 
that about 2,000,000 cars must be 
produced annually by the automo- 
tive industry, in order that profit- 
able operations may be maintained. 


He feels, too, that a 100 percent 


national labor policy. That does 
not mean reaction. It does not 
mean the destruction of labor 
unions, nor the loss of whatever 
of constructive value may have 
been achieved through labor or- 
ganization. 


But it does mean a thorough 
reappraisal of the rights and 
duties and responsibilities of 
all elements—labor, capital, the 
public, and the federal govern- 
ment. This has been needed for 
years; only today have many 
in authority here in Washing- 
ton at last been forced by the 
Pressure of events to see fully 
the situation as it has de- 
veloped. 

Thus, the question is seen to 
be a tremendously far-reaching 
one, going beyond a single strike 
or group of strikes; going be- 
yond, even, the immediate and 
intensely pressing problem of 
national defense. It is an issue 
which, unless it is met squarely, 
honestly, and with justice and 
equity to all concerned, will re- 
main to plague, distress and in- 
jure the country for years to 
come. Washington, it seems, has 
about reached the conclusion that 
the time to do something about 
it is now. 


stoppage of new-car production 
would mean at least a 50 percent 
mortality among the nation’s 40,- 
000 dealers. He also believes that, 
contrary to fears of the aviation 
industry, it will be a long time be- 
fore the automotive industry takes 
over the plane-building business. 


Consensus of opinion here is that, 
unless the war situation becomes 
most critical, the government will 
not order complete cessation of 
new-car production. It may develop, 
however, that volume will be re- 
duced to a minimum, with the cars 
allocated to those consumers who 
can prove their need for such 
transportation. In fact, such a plan 
has been on the desks of govern- 
ment officials for several months. 


Other proposals are that produc- 
tion be limited to one particular 
model for each company or corpo- 
ration, with various divisional deal- 
ers of a corporation selling the 
same make of car. More drastic is 
the plan to permit the industry to 
pool its resources in turning out 
only one stripped-down make of 
car (with a coined name), the 
available cars being apportioned to 
communities and persons able to 
prove their need. 


Internal Revenue Offices 


To Collect New Use Tax 


WASHINGTON. — Collection of 
the recently enacted federal $5 
use tax on all motor vehicles, in- 
cluding passenger cars, effective 
Feb. 1, 1942, will be administered 
by the offices of Collector of In- 
ternal Revenue in the various 
states, it was announced last week. 


Present plans call for the initial 
mailing of application forms from 
the office of Collector of Internal 
Revenue to motor vehicle owners 
in their respective collection dis- 
tricts about the first of the year. 
These are expected to be returned 
by motor vehicle owners with a re- 
mittance of $2.09, covering the 
months of February, March, April, 
May and June, 1942. The tax is 
levied on a fiscal year basis and 
application forms for the payment 
of the $5 fee for the full fiscal year 
1942-43 will be mailed about the 
first of next June. 


Dealers tell me... 


(Continued from Page 3) 


on this same car is $815, only $29 


less. 
* * + 


Used Car Value 


Increases 


“TMHE elevation of the new car 

has made it possible for the 
owners of these automobiles to 
have enjoyed one full year of auto- 
mobile service without deprecia- 
tion. Now suppose that the new 
car price had remained the same, 
Then, of course, the 1940 Buick 
would automatically take the year. 
ly shrinkage and today have the 
relative value of a 1939 model 
Buick, which is only $580. 

“This is sufficiently great to 
practically offset the increased 
cost of the new car. Have the 
new car buyers been seriously 
affected? The answer can only 
be No. Here is a powerfully 
sound thought, based upon fact. 
Use it effectively. Tell Mr. Pros- 
pect that for his two or three 
year old car you will still pay 
as much for it as you did a year 
ago. Certainly a customer’s ad- 
vantage. 


Get Back to 
Sound Fundamentals 


“ATOW as to terms: Many ad- 

vantages from this piece of 
legislation have already benefited 
you. You no longer waste your 
time with prospects who try to buy 
a new or used car beyond their 
means. The buyer is fully aware of 
just how he can now buy a car 
and classifies himself. This legisla- 
tion does some shifting of pros- 
pects and compels them to buy 
within their means. It equalizes it- 
self among all dealers. Term regu- 
lations puts only sound business on 
our books, eliminates repossessions 
and brings YOUR prospects back 
into the market more quickly and 
for faster replacement. Your own 
intelligence will be your future 
guide to the identification of the 
proper prospect. 

“So in conclusion, let me say, 
discard the practices of sales- 
manship that got you easy busi- 
ness in the year of 1941 and get 
back to the sound fundamentals 
of selling. With tremendous in- 
creases in individual earnings, 
and a national income that this 
year is destined to exceed for the 
first time in the history of our 
nation, a hundred billion dollars, 
there certainly are going to be 
many prospects to whom we can 
sell motor cars. The job is up to 
us. This is a selling year. You 
boys who have the ‘stuff’ will 
command satisfactory incomes 
and get the job done. As we 
progress, dealers all through the 
United States will see these facts, 
will train their sales organiza- 
tions along these lines, and with 
unified effort coming from all 
dealers, our temporary resistance 
will be broken down and we will 
move forward as in the past.” 


* 


Fuel Saving 


WASHINGTON.—Use of producer gas 
for operation of motor vehicles in Aus- 
tralia has been steadily increasing, the 
U. S. department of commerce reports. 
It is estimated that by the end of this 


year more than 30, vehicles in the 


Commonwealth will be equipped with 
producer gas units. 





FALL BUSINESS was discussed by W. F. Hufstader, general sales manager 


for Buick, right, who was 


host to W. R. 


Stephens, right center, head of the 


Minneapolis and St. Paul Buick dealerships bearing his name; his son, Win jr.; 


and 


Waller, regional sales manager, extreme left, at a business con- 


ference in Flint. Reports from the Midwest are encouraging, Hufstader said, 
and public reaction to Buick’s 1942 line of cars is extremely favorable. 
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Now and Then... Bright Work 
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his pet project. “For many buyers, 
automobiles are the biggest single 
purchase they ever make. For 
many others, the purchase of a car 
is second only to the purchase of 
a home; and the car purchase re- 
curs at frequent intervals. There- 
fore, the opportunities for the 
automobile salesman to give the 
automobile buyer valuable assist- 
ance and service, not only at the 
time of the purchase but during 
the months and even years follow- 
ing, are practically unlimited. Yet 
these opportunities have to a great 
extent not been realized, and have 
been neglected. 
* * * 


“IT IS the purpose of the con- 
ferences to assist Plymouth sales- 
men to appreciate these oppor- 
tunities and to extend their use- 
fulness to the car-buying public 
through improving both the quality 
and the amount of the service they 
render. With this purpose, our 
conferences naturally differ widely 
from the ordinary salesmen’s train- 
ing course. There’s nothing in the 
conferences about how to find 
prospects, or how to use the phone, 
or how to demonstrate or any of 
those kindred discussions to which 
veteran salesmen have been com- 
pelled to listen ad nauseam. Not 
only is our subject matter fresh 
and alive; the method of presen- 
tation is one to which the men 
attending enthusiastically respond. 
They are actually conferences. The 
Plymouth representative acts as a 
group leader, not a teacher or 
lecturer. The problems considered 
are discussed by the group, with 
each salesman present being given 
every opportunity to contribute to 
the solutions out of his own expe- 
riences and his own ideas. 

* ¢ * 

“THE CONFERENCES are pre- 
ceded by a one-day pow-wow for 
dealers and sales managers. There 
are three reasons for this separate 
session: First, the information de- 
veloped is fully as valuable to these 
men as it is to their salesmen; 
second, we want them to be fully 
informed in regard to the subjects 
to be discussed with their sales- 
men; third, we want their support 
both in encouraging salesmen’s at- 
tendance and in seeing that the 
results of the conferences are 
given practical application by their 
sales organizations. Each confer- 
ence is held in three separate ses- 
sions, one a day for three days. 

“To stimulate the group discus- 
sions, sound slide films are used. 
There are six such films, each pre- 
pared especially. In no sense are 
these films canned lectures. They 
serve simply to introduce certain 
of the topics treated in the con- 
ferences and present broad, gen- 
eral applications of the methods 
under consideration. The specific 
applications are developed by the 
group, following its analysis of 
each film. 

“We resort to a rather common 
practice of illustrating a right and 
a wrong way; or perhaps I should 
say a good way and a better way, 
for the method which we wish to 
correct is good but incomplete. This 
more common ‘good’ way is shown 
first, and even a trained salesman 
is likely to consider it excellent. 
It is then discussed and the points 
are listed on a blackboard. 

* * x 


“ALL MEN in the group are en- 
couraged to comment, and the 
leader calls on different ones by 
name to ask their opinion. He 
doesn’t tell them, he asks them. 


Sidelight 
Of Curtailment 


BATON ROUGE, La. — State 
Highway Department Director 


W. Prescott Foster complained 
that no bids hac been received 
for department purchase of: 


Twenty-five station wagons, 
although 13 companies were 
asked to submit prices; and 25 
four-door sedans, although 10 
firms were invited to offer sales 
propositions. 

“We'll just have to keep on 
using our old cars until the 
manufacturers are in position 
to deliver new ones,” he opined. 


He prefaces many remarks with 
‘Do you think’ or ‘Don’t you think 
it might be better if the salesmen 
would do thus and so?’ When the 
group has reached an agreement 
on one point, the next point is dis- 
cussed thoroughly. 

“When a group has completed 
such a discussion, each one feels 
that the decisions reached are his 
decisions. No one can say, as sales- 
men in all lines commonly do, that 
conditions are different in his terri- 
tory; that the plan advocated 
might work all right somewhere 
else, but it won’t work there. 

“Under such circumstances, no 
two conferences are alike. But 
each is tuned to conditions that 
exist in that locality and which 
the members of that particular 
group meet in their own daily 
work. As a result they are not 
only lively and interesting, but the 
men themselves make them in- 
tensely practical and down-to- 
earth. 

* * 

“OF COURSE, the success of 
this type of meeting depends great- 
ly upon the skill of the group 
leader in guiding the discussions, 
in bringing the members of the 
group into active participation, and 
at the same time keeping himself 
out of the role of teacher or ex- 
pert so that the members of each 
group can rightfully feel they 
themselves have been responsible 
for the work accomplished. Our 
representatives have been thorough- 
ly schooled as group leaders, first 
through their attendance at the 
Chrysler Corp. Conference of Busi- 
ness Management and later by 
special, specific training in han- 
dling our salesmen’s conferences. 

“Plymouth does not expect that 
by going ‘once around’ with its 
conferences its objective will be 
attained. It’s a long-term job. But 
we have made a real start in im- 
proving the relationship between 
automobile salesmen and the public 
and toward raising both the sales- 
man’s estimation of the service he 
can and should render the public 
and the car buyer’s estimation of 
the kind and amount of service he 
has a right to expect from the 
salesman.” 

* * a 

FROM THE United States of 
California last week came Johnny 
Weiser from Los Angeles bringing 
the latest news on the Gilmore 
fuel economy run, scheduled for 
Jan. 8, that yardstick which of- 
ficially measures, under American 
Automobile Assn. auspices, just 
how much each car can get out of 
a gallon of gasoline. Johnny is the 
voice of advertising for the Gil- 
more Oil Co., representing the 
Ruthrauff & Ryan agency. 

Already 21 entries have been 
lined up as against 23 contesting 
last January, so as far as con- 
testants are concerned, the contest 
seems to be “in the bag.” An im- 
portant change in the rules has 
been made, which should stop a lot 
of arguing. Under the new plan 
there will be a reclassification, so 
cars not using overdrive will be 
put in classes in which the con- 
testing cars are equipped with con- 
ventional drive. There has been no 
change in the route to the Grand 
Canyon, a distance of 600 miles, 
but the cars will have to take into 
account that the road east of King- 
man has been torn up, which will 
force them to quicken their foot- 
steps in order to maintain their 
schedule. In the last contest the 
average miles per gallon was 22%. 

* 


BECAUSE of our status quo (the 
fix we are in) the Gilmore assumes 
added importance in this emer- 
gency brought about by Old Man 
Mars. With Washington impress- 
ing upon motorists the necessity of 
gasoline conservation, the Gilmore 
will officially prove to the country 
how much fuel can be_ saved 
through the right kind of driving. 
It will be an object lesson that 
should impress careless drivers, 
and I doubt that even Harold Ickes 
will have any fault to find with 
this promotion. 

I write feelingly about this Gil- 
more run, for Earl Gilmore, 
through Johnny Weiser, has again 
asked me to serve as referee. If I 
appear prejudiced in the matter, 
excuse it, please. 








COMING OUT of Michigan State College 32 years ago, the first job 
Forest H. Akers “accepted” was that of selling Oliver plows. That was in 
1909 and young Akers tackled it because his father before him had done 
the same sort of work. But in 1914, after reading that famous quotation, 
“They shall beat their swords into plowshares,” he reversed the old say- 
ing into, “They shall beat their plowshares into automobiles” and went 


with Reo as a field man. 


Three years later he was general sales 
manager of the company. He’s been in the automobile industry 


ever 


since—27 years, which rates him service stripes aplenty. It was Reo that 
laid the foundation stone for him, for in 1919, under his management, 
20,000 Reo Speed Wagons were sold, then the best yearly production of 
any truck company. Since Reo he has been with Dodge with a couple 
of exceptions. For a year and a half he was with Falcon, and for a time 
he was in the Dominion as assistant to John Mansfield, president of 
Chrysler of Canada. He was called back to Dodge in 1930 by A. vanDer- 
Zee, then vice-president in charge of sales, to become director of sales 
and later assistant general sales manager. When Van went over to 
Highland Park to become the corporation’s vice-president in charge of 
sales, Akers took over Van’s old job at Dodge, following the death of 
W. M. Purves. In the above pictures, note on the left Akers as the eye 
of the camera caught him the other day; on the right, young Akers as 
he looked when he started at Reo in 1914. 


Priority Assistance is Given 
To Highway Building Projects 


WASHINGTON.—Following up 
the broad plan of assistance to 
highway construction outlined in a 
letter of intent addressed on Aug. 
30 by the Priorities division to 
Thomas H. Macdonald, commis- 
sioner of Public Roads Administra- 
tion, Donald M. Nelson, director of 
priorities, has made available Pre- 
ference Rating Order P-19-e, which 
establishes control procedures for 
the assignment of priority assis- 
tance to approved road-building 
projects. Since the issuance of the 
letter of intent, a number of orders 
granting preference ratings to in- 
dividual projects have been issued 
under Order P-19-a, which is the 
device used for extending priority 
assistance to approved defense 
projects. 

The new order sets up a some- 
what different approach, whereby 
the preference rating is extendible 
in the first instance only by the 
Public Roads Administration or a 
state highway department. This is 
designed to provide control of the 
rating. 


The Priority division will issue to 
the Public Roads Administration, 
or to a state highway department, 
the original order extending pre- 
ference ratings to a road building 
project, which the administration 
or department has approved. The 
preference rating so assigned may 
be applied to deliveries to a con- 
tractor only by action of the de- 
partment or administration, which 
will furnish one copy of the order 
to each of the suppliers with whom 
the contractor has placed a pur- 
chase order for material to the de- 
livery of which the department 
elects to assign the rating. 


A supplier, in order to apply the 
preference rating to deliveries to 
him, must execute an acceptance of 
the order and file it with the Pri- 
orities division, and furnish one 
additional copy of the order, signed 
in the same manner, to each of his 
sub-suppliers. The rating will be 
assigned deliveries, from the first 
supplier to a contractor, of all ma- 
terial and equipment necessary to 
a highway construction job, but in 
the case of orders placed by a sup- 
plier with a sub-supplier, the rating 
may be assigned only to materials 
which will be physically incorpo- 
rated in the project. 


Six classes of favored roads to 
the construction of which prefer- 


ence ratings may be granted were 
listed in the letter addressed to 
a by the Priorities divi- 
sion. 

They were: access roads to mili- 
tary and naval establishments, and 
to defense manufacturing plants; 
strategic highways; federal-aid 
roads, and federal-aid secondary, 
and National Park and Forest 
projects. In the last group were in- 
cluded projects for the construction 
and improvement of the Inter- 
American highway, and for the 
construction of the Trans-Isthmian 
highway and the Chorrera- Rio 
Hato highway in Panama. 


Allman, Gove on Board 

DETROIT. — Leslie C. Allman, 
vice-president, and Elmer G. Gove, 
treasurer, have been elected to the 
board of directors of the Fruehauf 
Trailer Co., according to Harvey C. 
Fruehauf, president. 


bright finish, bright work, metal 
finish, or body trim. Its restrictions 
apply not only to copper, but also 
to nickel, chrome and aluminum. 

Scarce and critical ‘materials, 
which must be conserved for de- 
fense, have been used by automo- 
bile manufacturers in the follow- 
ing: Windshield wipers, window 
and windshield molding, lamps, ex- 
terior and interior body trim, door, 
regulator and compartment han- 
dles, instrument panel parts, steer- 
ing wheels, radiator grilles, hub 
caps, license plate holders, mirrors, 
horns, running board molding, 
heater units, radio equipment, seat 
adjustor handles, collapsible top 
equipment, bumper assemblies, etc. 

“What the future automobile will 
look like with elimination of 
bright work containing scarce ma- 
terials will depend upon the re- 
sourcefulness of the manufacturer,” 
OPM officials stated. “By substi- 
tution of other materials, automo- 
biles are expected to retain a pleas- 
ing appearance for the owner.” 

An important effect of the order 
will be a substantial loss of busi- 
ness to numerous persons through- 
out the country who have formerly 
supplied the automobile industry 
with bright-finish parts. Any dis- 
placement resulting from the order 
governing bright work will become 
a part of the Labor Division's gen- 
eral program for the industry. 

There are two jokers in the new 
setup regarding chrome. First, 
chrome available for plating pur- 
poses is not suitable for alloying 
with steel. For steel or ferrous- 
chrome ore must be used. This is 
entirely different from the pure 
chrome used in plating. Saving 
plating, therefore, does not give 
any more useful chrome for de- 
fense purposes. 

The second joker is that little 
plating shops all over the country 
are prepared for OPM’s blackout 
order. They are ready to strip the 
lacquer off the moldings sold on 
the new cars after Dec. 15 and 
chrome plate them. Car dealers al- 
ready have been approached, and 
it will mean an extra profit for the 
dealer and for the platers. 

How much it will cost the con- 
sumer is not apparent now, but 
probably $20 or $25 extra. 

Where will the chrome come 
from? Most platers have enough 
hidden away to do the little plating 
job they will have to do. 


MEWA Names Peters 


To Washington Staff 
CHICAGO. — Augmenting repre- 
sentation of automotive wholesale- 
ing interests which it has main- 
tained at Washington during the 
last several months, Motor and 
Equipment Wholesalers Assn. has 
appointed John E. Peters, assistant 
to the general manager, as its resi- 
dent Washington representative. 
He is expected to serve in such 
capacity for the duration of the 
present emergency. 
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The Genuine Ford Parts Sign Is 
An Assurance Of Quality Materials 


IGHT! This sign brings ’em in... and it 
brings ’em back for more of the same 
kind of service you are able to give them. 


When you display the Genuine Ford Parts | N S i S T O N G F N U / N gE 


sign, you give assurance to owners of Ford 
cars and trucks that the replacement parts sees 
you use are made of the same high-quality F O R D PA R TS and get 
materials and to the same high standards of 
precision as the original parts in their cars 


and trucks. These owners represent a huge — o8 f ‘ 
and active market. Moreover, they know and © Ford precision manufacturing 


appreciate Ford quality and workmanship. ® Ford careful inspections 


Remember . .. you can depend on Genuine 
Ford Parts to fit properly. That saves you 
time. And you’ll cash in extra profits, too, 
because of better satisfied customers. 


Ask your Ford Parts Distributor how you can S A Tl S F j E D C U S TO M + iv S J 


get a Genuine Ford Parts sign for your shop. 


® Ford quality materials 


@ Ford rigid tests 


—and more 
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